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Sales Chiefs Believe Estimate 
Of 50% Gain in ’33 Conservative 


Need for Federal Control Is Remussiend and Will Be CAR TRUCK EXPORTS 


Urged; Prohibitive 


Chicago, IIL, 


Taxes Are Roundly 


Condemned 


Sept. 28.—With operators of important bus 


lines in all parts of the country ready to answer the roll call, 
the sixth annual convention of the National Association of 
Motor Bus Operators will convene ene here tom tomorrow morning 


for a two-day session. 

The high light of the convention, 
which will be called to order by Ar- 
thur M. Hill of Charleston, W Va., 
president of the association, will be 
the formulation of a program mto 
secure Federal registration of inter- 
state bus lines and to oppose the 
forces seeking to destroy highway 
transportation through excessive 
taxation. 

In adition to President Hill's ad- 
dress, in which he is expected to 
recommend an aggressive campaign 
to assure the orderly development 
of highway passenger carriers, the 
convention will hear reports from 
its national committees and ad- 
dresses by authorities on the sub- 
ject of highway transportatin. 

Outstanding among these will be 
the report of the Legislative Com- 
mittee, headed by S. A. Markel of 
Richmond, Va., which will deal with 
previous efforts to have Congress 
enact sound regulatory measures 
for interstate bus lines and recom- 
mendations on means of securing 
action at the forthcoming session; 
the report of the Equipment De- 
velopment Committee, headed by | 
William R, Grundmann, automotive | 
engineer of Kansas City, Mo., which 
is expected to outline suggested 


changes in equipment in an effort | 


to better serve the public, and the 
report of the Traffic Committee, of 


(Continued on Page 8) 


DR. DICKINSON HEADS 


S. A. E. NOMINATIONS 


New York, Sept. 28.—According to 
information received today trom 
John A. C. Warner, secretary and 
general manager of the Society of 
Automotive Engineers, the October 
issue of the S. A. E. Journal will 
announce the slate of nominations 
that have been reported by nine 
nominating committees for S. A. E. 


officers during the 1933 administra- | 


tive year of the society. 
In the near future, 
be distributed among the member- 
ship, and the results of the election 
will be reported at the annual din- 
mer of the society in New York on 
January 12, 
Nominees for officers and mem- 
‘ ‘oued on Page 2) 





ballots will | 


UNIFICATION OF BUS 
AND RAIL INTERESTS 
SOUGHT IN CHICAG 


Chicago, Sept, 28.—American Elec- 
tric Railway Association members in 
session here this week laid plans for 
unification into one organization of 


outstanding bus and electric railway 
operators of the United States. It 
is proposed to change the name of 
the association, now operating 67,000 
street cars and 13,500 buses, so as to 
attract independent bus operators 
and create a new organization to be 
known as the American Transit As- 
sociation. | 

It is hoped that under that ban- | 
ner the combined local transporta- | 
tion vehicle operators of the country 
will be induced to work in a com- 
mon interest. Approximately 15,000 | 


| 
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STEEL INGOT OUTPUT 
| GAINS 21/2% IN WEEK 
ENDING SEPTEMBER 26 





| New York, Sept. 28.—Steel ingot 
| produc tion for the week ended Mon- 
da ay showed an increase of nearly 
2'4 per cent., with United States 
| Steel recording a gain of almost 3% 
| per cent., while leading independent 
|companies are credited with an ex- 
pansion of between 114 per cent. and 
2 per cent., in the compilation by 
Dow, Jones & Co., Inc. The gains 
reflected resumption of activities on 
a higher scale in some of the plants 
of the Steel corporation, as well as 
larger production by several of the 
| leading independents. 

The average for the industry is | 
| estimated at 17'2 per cent. of theo- 

retical capacity, compared with a 

shade above 15 per cent. in the two 

preceding weeks. United States Steel | 

is placed at 174 per cent., against 

a little over 14 per cent. in the previ- 

|} ous week and 14 per cent. two weeks | 
ago. Leading independents also are | 








(C ontinaued on Page 8) 


Late News Flashes 


Detroit, 


| 


| 


| buses, 


| the 


WELL MAINTAINED 


THROUGHOUT AUGUST 


Washington, Sept. 28.— Though 
the estimated value of automotive 
exports fell off heavily in August, 
this effect was principally the fruit | 
of a decreased demand for miscel- | 
laneous products. Shipments of pas- | 
senger cars and trucks were well | 


maintained throughout the month. | 


The export valuation of automo- 
tive products in August amounted 


. hy 552,813, a reduction of $1,125,- | 
and com- | 


from the July total, 





| Production in ’33; 


Industrial iodiegs Are ey Plans for Higher 


Low Price Bracket 


Leads 


Detroit, Sept. 
|among automotive executives 


28.—Considerable interest was aroused 


in this city by Ray Prescott’s 


story in a recent issue of Automotive Daily News, in which 
he expressed the belief that production in 1933 would run 
50 per cent ahead of that reached this year. 


SLOAN SEES FIRST 
REAL RISE SINCE 
DEPRESSION BEGAN| 


salen with a total of $11,754,769 for | 


August, 1931, according to the auto- 
motive division of the Commerce 
Department. The drop between July 
and August was due largely to a 
loss of $1,074,908 in the demand for | 
misceHaneous products. August | 
shipments of passenger cars and 
trucks held up strongly, 


(Continued | on Page 8) 


ZEPPELIN TO MAKE 
AND MARKET ROSS 
GEARS IN EUROPE 


Lafayette, Ind., Sept. 28.—One of | 


by which the Zahnradfabrik Fried- | 
richshafen A. G., a Zeppelin com- | 
pany, takes over the manufacture 
and sale of Ross cam and lever 
steering gears in Europe. An 

nouncement of this new connection 
has just been made by the Ross 
Gear and Tool Company, here. 

Dr. Hugo Eckener, known 
throughout the world for his Zep- 
pelin flights, is chairman of the} 
board of directors of ZF. Count 
Brandenstein-Zeppelin, son-in-law 
of the old Count Zeppelin, 
chairman. 

While Ross gears are already 
equipment on a number of Euro- 
pean passenger cars, trucks and | 
this new equipment is ex- 
pected to add greatly to the use of | 
the Ross cam and lever steering | 
gear on cars, trucks and buses of | 
Continental manufacture. Zahnrad- 
fabrik, known as ZF, is now sup- 


plying gears and transmissions to} 


forty-three of the larger automo- 
bile manufacturers across the seas. 


TOOL FIRMS MERGE 
AT DEFIANCE, OHIO 


Defiance, O., Sept. 28.—Merger of 
Milwaukee (Wis.) Tool and 
Forge Company, the Pressed Prod- | 
ucts Company of Napoleon, O., and | 
the Saturn Electric Water Heater 
Company of Bryan, O., was an- 
nounced today by a citizens’ com- 


Mich., Sept. 28.—Sales of commercial cars and | mittee of Defiance, where the new | 


trucks throughout the United States during August showed | concern will set up operations. Har- | 


a slight gain over July sales, 
Total truck sales for 


an increase of 2.38 per cent. over sales of 14,7 
and a decrease of 44.27 per cent. 
27,070 units during August, 1931. 

Passenger car registrations throughout the countr 


ing July, 


August reached 93,457 units. 


according to R. L. Polk & Co. 


the month reached 15,081 units, | 


31 units dur-| 
under sales of | 


y in| 
This represents a 10.30 per| 


cent. decline from July registrations of 104,188 units, and 
a 39.98 per cent. decrease under registrations of 155,744 


units in August a year ago. 


Total registrations of pas- 


old L. Schlesser, president of Pressed 


Products, was named general man- 
ager. 

Directors were announced as W. 
D. Kyle, Milwaukee; J. A. Otis, Chi- 


| cago, vice-president of the Alemite 


of | 
and 


Corporation; Steward Warner 
Stewart Warner Corporation, 
Cc. J. Markey, Bryan. 

Products for manufacture will in- 
clude mechanics’ tools, hardware for 
telephone and _ telegraph poles, 
screw machine products, automobile 


senger cars and trucks were 108,538, against 119,919 in July.' stampings and steel tubing. 





totaling | 


is vice- | 


Washington, Sept. 28.—Alfred P. 
Sloan, president of General Motors, 
yesterday called upon President 
| Hoover at the White House. Mr 
| Sloan presented by Roy D. 
| Chapin, secretary of commerce. 

After his call upon the President 
Mr. Sloan met the newspaper men 
;and told them that during his visit 
| at the White’ House only general 
business conditions were discussed. 
| He said further that, “During August 
| we experienced a nice uplift in our 
end of the automobile business. 
This rise was sustained during the 
| first part of September and we [eel 
| that it reflects a general return of 
| confidence in business and 


was 


; the most important European auto- | | try.’ 
| motive contracts of the year is that | 


However, the most significant part 
lof Mr. Sloan’s talk with the news- 
paper men is to be found in a brief 
reference to the increase in auto- | 
|mobile sales which began in the 
, | latter half of August, which he 

called the “first real rise since the 
| depression began.” 

It is interesting to note in this 
| connection that Mr. Sloan was one | 
lof the few industrial leaders to say 
| at the beginning of the depression | 
|that he did not believe the slump 
would be of brief duration. He 
; Stated his belief that America cer- 


_(Continued on Pase * 


AUGUST OUTPUT 90,324 UNITS: 
RETAIL SALES OVER 108,000 


Washington, Sept. 


indus- | 


Sales executives are naturally un- 
willing to express definite opinions 
on this subject at the present time, 
ne in the main the half dozen 

eaders in this field who were inter- 


ees felt that Mr. Prescott’s esti- 
mate was fairly accurate. 

One vice-president in charge of the 
sales of a leading company said that 
his organization had tentatively set 
a mark of about 60,000 units for its 
schedule next year. “This year” he 
ladded, “our output will be about 
| 40,000, a shade over if anything. We 
| are setting 60,000 vehicles as our goal 
{for 1933, but you will understand 
that this is purely tentative. Our 
production operations will be gov- 
erned entirely by the demands made 

and we shall 
not in any way put pressure on our 
|} retail merchants, We want then to 
| order exactly the number of cars 

|that they are sure they can sell. I 

think the estimate of a tifty per 
cent. increase in production is a fair 
| one and should be realized in 1933.” 

Another sales manager expressed 
| the view that sales next year would 
run from thirty to fifty per cent. 
|ahead of the 1932 levels. “Automo- 
bile sales,” this executive remarked, 

‘are largely dependent today on 
| general business conditions. If these 
|improve, we shall do very much bet- 
|}ter next year. There is one funda- 
mental factor in the matter that is 
/on our side; people have not stopped 
|buying cars because they did not 
;want them. The desire has been just 
| as strong as ever, the need for motor 
| transportation is just as great. It has 
| been actual shortage of money to 
buy with that has caused our de- 
srease in sales. If the favorable fac- 





(c ontinued on Page dl 


28.—Official figures were released 


'today by the Department of Commerce on motor vehicle pro- 


duction in August, showing t 


turned out by the manufactur 


Automobile Chamber 


hat the total number of units 
ers was 90,324. The National 
of Commerce estimate made out early 


this month was 89,600 vehicles. 


In reading this revised figure of@——— 


| 90.324 it is well to remember that 
|final sales reports for August re- 
|ceived today by Automotive Daily 
|News place the actual registration 
iin the United States alone for the 
'month at 108,538 units. This con- 
dition is a further evidence of the 
| determination of the automotive in- 


| dustry to clear decks in preparation 


for the activity ahead. 

Declining trom 16,436 to 14,417) 
units, or 12.2 per cent., truck produc- 
tion held up better than that of| 


| passenger cars, which dropped from | 
| 94,678 to 75,898, or 19.8 per cent. 


The following additional informa- | 


tion was provided: 
The export valuation tor all auto- 


motive products amounted to $5,552,- | | 


| 313 last month, a reduction of $1,- 


125,277 from the July total and more | 


$6,090,000 from the August, 
| 1931, figure of $11,754,769. The de- 
| mand for miscellaneous’ products 
alone fell off $1.074,908 between July 
land August, but shipments of pas- 
|Senger cars and trucks were well 
| maintained. 

Foreign markets took 4,828 passen- 
| gre cars and trucks last month, only 
46 fewer than in July. Expbrts of 
trucks were higher in each classifi- 
cation with the exception of the 
|group “over 2% tons” but passenger 
;cars did not show a corresponding 
‘improvement, although the high- 
priced machines, costing more than 
| $2. .000 were sent out in greater num- 
| ber. 

Automobile production during the 


than 


(Continued on Page 2) 
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August Output 90,324 Units; 
Retail Sales Over 108,000 


(Continued from Page 1) 


first eight months of 1932 was only 


1.072.888 vehicles, against 1,978,622 in 
the corresponding months of last | 
year. 

The Canadian output, which is! 
largely from American-controlled 


plants, slumped even more sharply 
last 
activity. The Dominion bureau of 
statistics informed the Bureau of the 
Census that the August total was 
only 4.067 units, against 7,472 the 
month before. Trucks showed a size- 
able advance from 699 to 901, but the 
output of passenger machines was 
down more than 50 per cent., from 
6.773 in July to 3,166 last month. 
Only nine taxicabs were built in 
American factories last month, com- 
pared with 27 the month before. 
In the export business, Belgium 
retained the position of leading 
market for American passenger cars 
but it is to be remembered that a 
considerable number of machines 


going to Belgium are intended for'11 make both. 





SLOAN SEES FIRST 
REAL RISE SINCE 





DEPRESSION BEGAN. 


(Continued from Page 1) 
tainly would overcome its troubles, 
but that he did not believe prosperity 
was just around the corner. This 
certainly entitles him to be ranked 
with the business prophets, for his 
statement was made at a time when 
most well-known business men were 
proclaiming their belief in a quick 
return of prosperity. 


DR. DICKINSON HEADS 





§. A. E. NOMINATIONS 
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bers of the council are: President, 
H. C. Dickinson; vice-presidents, 
Clarence M. Young, 
aircraft engineering; A. V. D. Will- 
goos, representing aircraft engine 
engineering; Hart Cooke, represent- 
ing Diese] engine engineering; M. C. 
Horine, representing motor truck 


and motor coach engineeing; J. M 
Crawford, representing passenger car 
engineering; Roy F. Anderson, rep- 
resenting passenger car body engi- 
neering; Fred W Cederleaf, repre- 
senting production engineering; J. F. 
Winchester, representing transpor- 
tation and maintenance engineering. 


Councilors, term of 1933-1934: W. | 


T. Fishleigh, G. W. Lewis, W. G. 
Wall. Treasurer, D. Beecroft. 

Hold-over councilors, term of 1932- 
1933, S. O. White, R. E. Wilson and 
H. T. Woolson. Past president 
members of the council, Vincent 
Bendix and A. J. Scaife. 


KENT 
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| re-export. Australia was second in 
importance. 

| Increasing the demand from 

| units, valued at $8,286, to 328, worth 

| $102,379, Argentina became the rank- 

|ing buyer of trucks, followed in or- 
der by Japan, Belgium and the 

| Philippine Islands. 

Last month’s shipments of miscel- 
laneous products were valued at 
$3,103,385, and, in the majority of 
items, were substantially lower than 
in the preceding month. Increases 
over the July valuations were re- 
| corded, however, for differential and 
transmission gears, tire service 
equipment, polishes, fire engines, 
| trailers, cycle parts and accessories, 
motor boats and outboard motors. 

The figures on United States pro- 
duction of automobiles are based on 
|factory sales, including foreign as- 
jsemblies from parts reported as 
|}complete units, reported by 144 
| manufacturers, of whom 42 make 
| passenger cars, 113 make trucks and 


95 
ae 


oS 





ROAD CONGRESS TO SPUR 
ROAD WORK, SAYS CHAPIN 


| 
Washington, Sept. 28.—A new era | 
in national understanding of the | 


importance of good roads will be 
inaugurated as the result of the 


be held in Detroit in January, in 
the belief of W. J. McAnney, presi- 
| dent of the Hudson Motor Car Com- 
pany, who predicts signal success 
|for the gathering, 

| He said: “Highway construction 
has not escaped the blighting ef- 
fects of the present tendency to- 
ward hysterical judgment which has 
| naturally come upon us as the re- 
sult of a period which has destroyed 
our balanced perspective upon many 
Subjects. The projected Highway 
and Building Congress, bringing to- 
gether all agencies identified with 
highway progress, will muster all of 
the evidence concerning the value 
|of the highways on the basis of 
which all of us will be enabled to 
form a rational judgment on the 
importance of extending road de- 
| velopment. 





PINES OFFERS IMPROVED 
CAR RADIO ELIMINATOR 


Chicago, Sept. 28—The Pines 

Winterfront Company has an- 
nounced a new model “B” battery 
eliminator, which, {t is believed, will 
make the automobile radio a com- 
plete success. This new eliminator 
requires only two bolts for mounting 
|under the floor boards, on the dash 
| or in the battery box. It measures 
15% inches by 8 inches and is 6% 
| inches deep. 
This unit, it is claimed, will de- 
‘liver its full rated voltage after 
months of actual use in an auto- 
mobile. As a result, the rise and fall 
jin value of reception due to the 
varying voltages of dry batteries as 
|} they run down is eliminated, the 
‘makers claim. 
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Highway and Building Congress to 


FINANCIAL NEWS 


GRAHAM-PAIGE 

Detroit, Sept. 28.—Graham-Paige 
Motors Corporation has under con- 
sideration a change of common 
shares to a par value of $1 from the 
present no par status. Company has 
advised the NeW York Stock Ex- 
change that a_ list of second pre- 
ferred and common stockholders 
will be taken at the close of busi- 
ness October 6 for a special stock- 
holders meeting to be held October 
24 at which time the plan will be 
presented. 


STANDARD OF OHIO 


Cleveland, 0O., Sept. 28—The 
Standard Oil Company of Ohio to- 
day announced a reduction of one- 
half cent a gallon for all grades of 
gasoline, cffective tomorrow. The 
new prices will be 16, 17 and 20 cents 
for the various grades. This includes 
a 5-cent tax 


CAR LOADINGS 

Chicago, Sept. 28.—Executives of 
half a dozen railroads today issued 
statements recording increased car 
loadings and interpreting it to por- 
tend economic improvement. 
loadings for the week ended Septem- 
ber 17 gained 17 per cent. over the 
preceding Labor Day week, the 
| sharpest advance in four years. 
| —_——~< 

HICKOK OIL 

Toledo, Sept. 
$1,179,776, after Federal taxes, for 
the year ending June 30, was re- 
ported today in the annual state- 
ment of the Hickok Oil Corporation 
given by A. S. Hickok, president. 
The statement disclosed an increase 
of 100 per cent in the corporation's 
jearnings over the previous year, 
| when earnings amounted to $553,587. 








|The corporation’s total assets were | : : . c 
| set in concrete, slightly roughed to give excellent traction. 


listed at $8,984,421. 


Schenectady, N. Y., Sept. 28.— 
Employees’ representatives of the 








| 


Car | 


28.—Net profit of | 


General Electric Company's Schenec- | 


tady works have voted to continue 
this winter the 2 per cent deduction 
from wages for unemployment 
emergency relief. The works council 
has decided to continue the deduc- 
tions until April 1, 1933, if necessary, 
and the company, as before, will 
contribute dollar for dollar with the 
employees. 


\PLYMOUTH CO. PRESENTS 
| CAR TO BRONX SCHOOL 


ED 


| Bronx, N. Y., Sept. 28.—The auto- 
mobile training department of the 
Bronx Continuation School was pre- 
sented with a Plymouth floating 


power motor, complete with trans- | 


mission and free-wheeling unit. The 
unit, which will form a part of the 
automobile school’s training equip- 
ment, was presented by the Plym- 
jouth Motor Corporation and Dodge 
| Motors of New York, Inc. 

| William L, Colt, president of 
| Dodge Motors of New York, Inc., 
and former president of the Auto- 
mobile Merchants Association of 
New York, addressed the 650 stu- 
dents and teachers. “We believe it 
|disirable and necessary,” said Mr. 
|Colt, “for students of automobile 
mechanics to become thoroughly fa- 
miliar with floating power. It is an 
important basic engineering ad- 
vance.” 


ADVERTISING BUDGETS 


LOWER IN SEPTEMBER | 


New York, Sept. 28.—Expenditures 
by the automotive industry for ad- 
vertising in September national 
magazines and farm magazines 
amounted to $554,147, a decrease of 
67.3 per cent. from the total of 
$1,698,809 expended in these media 
for the same month a year ago. Na- 
tional magazines accounted for 


$512,357, a decline of 67.7 per cent., | 


and farm magazines accounted for 


$41,790, a decline of 62.3 per cent. | 
in national maga- | 


Of the total 
zines, $287,980 was spent for pas- 
senger cars and trucks, $96,264 for 


tires and tubes, and $128,113 for ac- | 


cessories, according to figures com- 
|piled from Natienal Advertising 
Records by the Business Survey De- 


partment of Dorrance, Sullivan & | 


Co., New York advertising agents. 


NEW HUDSON DEALER 
Newton, Mass., Sept. 28.—Myrton 
F. Evans of this city has opened a 
new Hudson-Essex dealership at 24 
Brook St., Newton, which will be 


known as the Newton Hudson-Essex | Write 


Company. 





Observations From Paris 
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Radio for Variety 









* * + 
Hold Your Horses! 
» * oa 


Chris Sinsabaugh—Detroit Editor | 








EZ John Bonbright, publicist for Graham-Paige, back 

from his_ furopean trip: “Paris is atwitter over the 
Salon which is to open October 6. So far as I could find 
out there will be nothing revolutionary in the way of 
mechanical changes in the big automobile show. The trend 
will be toward a further development of style. 

“Of course, I was thrilled to find that one big French 
company has taken up the Graham-Paige fenders and I think 
there may be others. A compliment we appreciate. And, 
then, too, I observed that most of the American automobile 
dealers have moved from Champs Elysees on to side streets 
where the rents are not so high.” 

ok * * 


BONBRIGHT, BE IT RECALLED, went to Europe, 
all expenses paid, through winning the chief prize in the 
slogan contest promoted by the Silver King golf ball people. 
John’s slogan was adjudged the best. So he had time to look 
around. He noted chiefly that since his last visit the main 
arteries leading into and out of Paris have been improved. 
The old cobble stones have been replaced with granite blocks 
« 


* *k 


_ SOMETHING ELSE NEW in Paris is an experimental 
strip of highway lighted by overhead lamps and you are 


warned to turn off your headlights as you approach. You 
don’t need ’em with this new system. 
Another idea is to light up the pedestrians. This is 


done by lights on each side of the road which comes as high 
as the knees of the pedestrians so they are easily seen by 
automobile drivers. This visibility, it is figured, is one of 
the solutions of the French traffic problem and should reduce 
the number of accidents. 
- 
BASEBALL CAME INTO the column through George 
Graham inviting Connie Mack and his Athletics to the 
Rockne driveaway luncheon recently. This commentator 
faithfully reported the event, but unfortunately referred to 
the Athletics as the “present world’s champions.” And our 
own Bill Callahan let it get into the paper that way. 


* % XK 


AND AIN’T MY FACE READ? And didn’t I hear 
from it! Both hollers came from St. Louis, of course. Oak- 
leigh French, who operates an advertising agency in the 
Mound City, took a crack at me, and now comes Milton B. 
Strauss, president of the Milstrand Motor Company, handling 
Dodges in St. Louis. 

Strauss declares that it may seem to some people that 
the Athletics have been world’s champions so long they 
deserve to have the permanent title, but there are the Cardi- 
nals to be considered just at present. 

And the Dodge man adds to our Book of Knowledge the 
information that the owner of the Cardinals, Sam Breadon, 
is one of the oldest Pierce-Arrow dealers in point of service 
‘on the books of the Buffalo concern. 
ok * 


NOW A BIT OF RADIO to add variety to the column. 
First of all there is the letter from Ed Shutz, who is quitting 
after having been automobile editor of the St. Louis Times 
to become production manager of radio station WIL. oper- 
'ated by the Missouri Broadcasting Corporation. 

* « ok 

WHILE THE COLUMN IS STILL tuned in, the con- 
| ductor is recalling last Friday when B. C. Forbes addressed 
the Adcraft Club, following which he gave a radio talk over 
WJR. Before he went on the air he visited the Macfadden 
suite in the Fisher Building, which also houses WJR. That’s 
how we met up with Duncan Moore, famous radio announcer. 
Moore asked the questions which Forbes answered in his 
radio talk. 

We got our big kick out of discovering that Moore is 
an old newspaper man—St. Louis, New York, Chicago and 
'all points west. His voice on the air thrills you, but he never 
' developed that Southern drawl yelling for the copy boy in 
a newspaper office. 


* aK 





* 





*k 1 % 

“HOLD YOUR HORSES,” I was told when I got 
|impatient with W. R. McCulla because he hadn’t come along 
| with the engine-in-the-rear car which he is developing at 
|Sidney, O.—the Bremac, which is to debut,soon McCullg 
s that I can look for him in another six weeks and adds 
that I’ll get one of the first rides in the new job. 
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Retail Salesmen—This Is Your Page 





This department is devoted to the interests of the retail sales divi- | 


sion of the industry. Salesmen, 


Daily News wants you to get something from this department that will 


help you in your work on the f 
your own experiences, success, fa 


Send in your story in the form of a letter, or even a postal card, and 
let us get it ready for publication. 
may help another salesmen to make sales or avoid errors that cost 


you commissions. 
Dealers read this page. 





ANALYZE YOUR TERRITORY TO 
AVOID WASTE MOTION = 


Give us the benefit of your reactions on 
these problems that affect the work of your salesmen, the men on the \" 
firing line, the men who bring home the bacon or don’t, 


Automotive | 





this is your department. 


ul Used Ca 


iring line. It wants you to pass on 
ilures to help your brother salesmen. 





Automotives Daily News 
the t 


Your achievement or your mistake 
ibe prices at which used cars 


been offered for sale by reputable dealers in various cities. | 
These prices will vary on condition and from other causes. 
are not presented as being the exact prices at which | 


They 


which they 
various cities. 
‘of this paper. 





r Selling Prices 


yenefit of its dealer and salesmen readers a compilation 


| these models should be sold, but simply as the prices 
have been offered for 
Other cities w 


Los Angeles | 





Hh 


In the Plane You Will 
Eventually Buy” 





in this department offers for 


have within the past few days 


at 


sale by dealers in the) 
ill appear in subsequent issues | 








1931 1930 1929 1928 
a MOE G indcvcscsrcveveee 765d 395 395cpd 195r_ | 
There is not the slightest question that today the sales- | Buick Standard ......... 845-885 — — 185- pA 
man who would be successful has got to be analytical as well oe PARTS GLEE pte! 1ias-ies 895 395cp-525 P| 
° . . : . : , CD occcccccccccoce DIU= 1 Be J Late . 
as energetic. While the depression has hit most of us, its! Goginac 16 1950 as oe 
effects are not evenly distributed. Some industries and | Chevrolet Piatensanssausd 365r-495d 325d-365  195r-275cp 165cp-185 
trades have been hit very much harde r than others, although EG occ cuksdaveven 645r 395 195 eves 
practically all have suffered ,-—-——— a ccssassesns 795-1050d 495-650 445 see 4 
There is a timely article in the | people are least affected by the de- Chrysler Imperial! ....... 1495-1650d ve tees | 
current issue of Rockne P-E-P, the | pression jin your community. And SGM cs cevecscisesssoutece tees 895-945 s 795 vce 
organ of that company’s sales de- then go afver the business in those BPD DOOD © nic ccscccieness 595 bees 245r-325 aa88 
partment, which takes up this phase ‘places, where, all things being equal, | BPO Bee Sv cvctsccnccecccs 645cp 445cp tees ° 
of selling in detail and helpfully. | yoy will stand the best chance to| DOdGe 6 ....... se eseeeeee 645 365 345cp eee 
The writer quotes figures from the | get it! | Dodge 8 ......seceeeenees 795 1195d tees vee 
Department of Commerce to show Retail business obtained is in MBOX occ cvccccscnvccces 445cp-465 345cp-385 195cp 60cp | 
which industries have suffered least | girect proportion to the number of | FOTd ...---++--.seeeeeees 295e-395d 225cp-345d 185-195 125cp 
in the present trouble. First he contacts made. Po © ipvvceeesereds eda 395cp-485d ; 295 125cp 
places the so-called service indus- “But.” we hear the salesman gay, | HUGSON ......csccseeees 495cp-635 535cp-565 235ep-365 cpa FOUR-PASSENGER CABIN PLANES 
tries, as follows: “we have contacted every one in our Ee eer 535 485-535 365cp 295r $4,595 to $5,595 
These are the telephone and tele- community who is a qualified pros- | Hupmobile 8 ............ 695 595 Cotes ses F. WAYNE. MICH 
graph companies, the light, power pect.” Who can say who is or is not, | b@ Salle ........seeseeees 1295 935 685-695 395 F. 0. F., WA , . 
and water industries. Laundries,|a prospect? Business comes to us| LIMCOIN .......sseeeeeees 1395d _1150 495 
cleaning and dyeing companies, and from the most unexpected sources,| Nash 6 ............+eee4: hee aes 365-395 185 AIR CAB 
others along this line have felt the | principally because we do not follow} Nash Advance ........++. 785 595 eeee 
present economic situation far iess closely the source of 99 per cent. of |Oakland ...........s006. 495-565 445cp se ane SERVICE 
by comparison than many others. our new car and used car business— | SE i's k ac0e ¥en¥e4s 645-695 395e-445cep 395 265-295 
Next in line come the food in- automobile registrations 2. Pree re 1295-1345 795-895 595-795 385 ° 
dustries: cane sugar refining,| he dealer or salesman who is de- | PICTCE «...-.ceesssceceees 1595 eas — 445 | A_new transportation tool 
slaughtering and meat packing, termined to get his share of the| Plymouth ...........+5. ; ach 250 165ep .... |for Dealers and Distributors, 
flour mills, bakeries (both local and ‘ oak . . és cecastnapeeenas 565-595 350r 195cep 195 | 
. ’ ; 7 available business can only do so by - " . 
national), confectionery companies, contacting at intervals every owner | REO .......-.eeeeeeeevees : ees 195 | J ravel by air on your next 
dairies and ice cream plants (ice of his own and competitive makes in| Studebaker 6 .........., 395-585cep trip to the factory. It’s good 
+ seosoagt angen a peo” bind his community. Good sales | mendes ee - omg a business to fly because it 
ese the smoking tobacco, printing | wil] insure that no one in your ter- | Studebaker President. scp 5 tes , : : i a. 
and newspaper enterprises, and the ritory buys a competitive car with- | | Willys-Overland ......... eataca aes 195c 95 om - oo = ne 
shipbuilding, chemical, cigar and | out first having ridden in and driven | Willys-Knight 6 ........ 3$5cp-425 335-445cp ines nonnical, e Stinson plane 
cigarette, petroleum refining, leath- {a Rockne in a thorough demonstra- —_— will transport one, two or 


er, boot and shoe, and woolen and 
knit goods industries. 

From this it can be easily seen 
that the Rockne dealer should im- 
mediately discontinue any hit or 
miss programs and start a concerted 


drive on such prospects as may be | 











d-De luxe. 
Logically enough, the Rockne! t-Touring. r-Roadster. 
dealers who are doing an outstand- | the car offered is a sedan. 
ling job are averaging almost four | 
{demonstrations per salesman _ per 
day ,as against an average for all | 
reporting dealers of less than one | 


tion. c-Coach. cp-Coupe. 





ccp-Convertible coupe. 
Where no distinguishing mark follows the price 


Seattle, Wash. 


three passengers and pilot with 
baggage, comfortably, speedily 
sand safely. 


b-Brougham. 





Distributors can also use 
‘Stinson Air Cab Service to 








connected with the above named in- | demonstration per man per day. | 1931 1930 1929 1928 | call on their out-of-town deal- 
—— While we _— before et If you are positive you have con- MN oes od akc bes 695b aT Sob ers. A quick swing around the 
ocal circumstances alter cases there | tacted all prospects in your area, | Buick Standard coasasnaene 650 428c . 7 . is ° 
is no question but that effort ap-|may be well aaa the result of | Buick MOE vsucencnsae 675 Rest ‘tt | State via air will you 
plied on these classes of workers will |an investigation in the average re-| Cadillac 8 .........es0005 ao 1450 ia more time at home. Call the 
bring more results, on the overage, | tail community recently conducted | Chevrolet ...........ee6. 445¢ 275-335¢ 249c-295  136cp-145 Stinson operator at your air- 
than effort directed against some ' by a disinterested organization. | Chrysler 6 ..... saith, vase 395 275 | port—let him help lay out the 
enterprises, which have been almost | To determine the percentage of | Chrysler 8 ...........- 887 125-745 525c¢p 295ep | itinerary for your next trip 
entirely paralyzed by present econ- | contacts made on potential prospects | Chrysler Imperial ...... . 1945 = ' ; 
omic conditions. | the question was asked of 1,495 rep- | De Soto 8 ... z 495 aia cae 
Another point. While it is un-|resentative business men in a dozen | Essex WAN haese adam awee ‘ ‘ 325cp 225-235 98r COMBINE BUSINESS 
derstood that the above listings ap- | representative cities: Ree Se ; 190-375 135 i WITH PLEASURE 
ply to only the basic industries; “How long since anybody tried to A em , 395¢ Res A é . 
themselves, their apparent stability | sell you an automobile?” es Oa : 595 an iste The Stinson operator _will 
is undoubtedly reflected all along} Here are the results: ite Galle... 1175 'teach you to fly and navigate 
the line. There is no reason for dis- Two hundred and sixty answered, | Marmon et deat . "395 ithe plane while you use it for 
believing that the present condition|“Within a month.” = = — |oprjand as eo a : ce oe ; : 
of the meat packing industry is due! Two hundred and sixty-nine an- ee EASELS ETS ASA RS 644 a |business trips—two services 
to the stability of thousands and | swered, “Within three months.” — ; * 895 * 405 for the cost of one. Any nor- 
thousands of butcher shops and/ Nine hundred and sixty-six an-| pimouin a ° |mal person can fly the Stinson 
meat dealers in every city, village |swered, “More than three months.” | pontiac Rie eee . "523c 128 the first time a pilot takes 
and hamlet in the entire country. Think of that! Two out of three|q aobaker6 ene a ? a 
Study the above listings ce. |of the representative men in a oo aiatiiaieas Dictator seeeee ~b00r ‘sate | Pp. 
Then see how you can adapt them/|communities—the very men who ” cose | 7 ses ‘ i 
to your cana aa your | should be on our preferred prospect Studebaker Commander. 549 395 corse | For comple be information 
local territcry just as the Depart-|lists—had not been called on or| Willys-Overland ........ 175cp 125-165 | on low cost flight instruction 
ment of Commerce has analyzed the) asked to buy an automobile in more | Willys-Knight 6 ......... 285 | and air taxi travel call the 
entire country. See which classes of than three months! ig . Stinson Air Cab Operator in 
d-De luxe. c-Coach. cp-Coupe. ccp-Convertible coupe. b-Brougham. | : we : aa he § 
| t-Touring. r-Roadster. Where no distinguishing mark follows the price | 22%" ¢¥, or write the Sece 


Dealer Activities 








OMAHA, NEB. 


The Nash-Vriesema Auto Com- 
pany has leased a lot at 2033 Far- | 
nam St, for its used car department | 
and moved the new car salesroom | 


to the Nash-Vriesema Building, at | 


10th and Harney Streets. F. C. Niel- 
sen, manager of the used car de- 
partment, said that they have ex- 
perienced a very material increase 
in their sales since taking over the 
new lot early this month. 

7 * * 


George D. Gisman has been ap- 
pointed city sales manager for the | 
Royal Tire Service Company, 512 
South 19th St. | 


* * 
Henry J. Wismer has been ap- | 
pointed sales manager and H, L. | 
Montgomery, manager of used car 





the car offered is a sedan. 


Waterloo, have been renewed, ac- 
| cording to renewals filed with the 
Biack Hawk county recorder. C. A 
Clark is president and A B. | 
Chambers is secretary. 

of 


* - 


ee ee Ae eee ae Se OT 


jsales for Lee Huff, Inc., Buick | 
|dealer. Mr. Wismer has been con- 
|nected with Buick sales for the past 
ltwelve years and gained national 
'recognition in 1928 when he won the | 
National Buick Derby by selling 
more Buicks than any other Buick 


|salesman in the United States. 
7 


IOWA | 


W. F. Barnes has established a 
| Chevrolet dealership in Batavia and 
| has secured a location that will eu- | 
|able him to feature sales and serv- 
ice, as well as give him plenty of 
room for storage and used automo- 
bile sales, 





The Hawkeye Motor Sales Com- 
pany, Van Hadley Fairfield, man- 
ager, has secured a location at 212 | 
| West 2d St., Ottumwa, and will han- 
| dle the Rockne line of automobiles, | 
| featuring sales aS well as service. 


OKLAHOMA CITY 


Fall pickup in the automobile line | 
has amounted to nearly 20 per cent. 
over July with prospects for an even 
|greater increase in the next six 
weeks, according to Fred Jones, | 
vice-president of the Oklahoma | 
City Motor Car Dealers’ Association. | 
He is a Chevrolet dealer. Com- | 
pared with the two previous years, | 
in which there was practically no 


= . 

Articles of incorporation for the 
Repass Automobile Company, au- 
thorized Ford sales and service in 








| chased from Giblett and Young, city 


retary, 


‘STINSON AIR CAB 
OPERATORS ASSN. 


seasonal gain at all, this is a very 
favorable sign, Jones said. 
- * * 

The Reinauer brothers, Joe, John, 
Jimmy and Fred, automobile deal- 
ers of this city, have purchased a 
Waco cabin plane. The plane is a 
| four passenger job powered with a 
Continental motor and was pur- 


Wayne, Michigan 


distributors, 


* * , 


Plans for autumn sales policies 
|}and campaign were discussed by of- 
ficials of the Greenlease-Moore | 
|Cadillac-La Salle Company at a | 
‘luncheon held at the Skirvin Hotel. 
K. E, Gray, Detroit, Mich., business 
manager of the Cadillac Motor Car 
Company; F. D. Acers, Kansas City, 
|regional manager, and Walter B. 
| Lord, Kansas City district manager, 
spoke before the salesmen and ex- 
ecutives. 





THIS EMBLEM is your pro- 
tection. Be sure it is on the 
plane you hire for air taxi 
trips and flight instruction. 








reer me eee: 
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A Saving Rise 
yy a recent issue of the Automotive Daily News there was 
published a compilation by the Department of Labor, 
showing that since July the average price of farm com- 
modities has advanced 214%. 

To most of us this figure means little enough concretely 
considered. We know that a price increase of this kind 
means a bit more money in the farming areas, but we have 
no accurate picture of just what a 2'4% increase in farm 
prices means. 

The agricultural income of this country in the period | 
from 1926 to 1930 was in the neighborhood of $12,000,000,- 
000. Probably this income is considerably smaller now. 
Suppose we assume that it has been reduced by a third, which 
would seem a fair enough estimate. That would still leave | 
us a $8,000,000,000 agricultural income. 

Obviously enough an increase of 214% in the prices 
received for farm produce would increase the aggregate farm 
income by $200,000,000 a year. 

This is not a great sum in the general total of national 
finances, but it is a definite contribution. We must remem- | 
ber also that farmers this year have produced their crops | 
at a cheaper rate than ever before in history. This $200,000,- 
000. in money which is going into the farming areas as a 

















the.difference for many farmers between deficit and surplus, 
not a large and luxurious surplus but a little something above 
the necessity line. It is going to mean that many farmers 
will do a little buying of badly needed equipment; again not | 
a great deal of buying, not the normal amount, but the hardy 
agriculturalists will be able to spend a bit of money this fall, 
which he could not have done without the rise in price of 
farm commodities, 

There should be a little buying of automotive equipment 
in some sections of the farm belt, particularly in those whose | 
staples have shown real strengthening in price. 


The Spreadthe WorkMovement 


Merryvle Rukeyser in a_ recent newspaper column 
quoted a leading San Francisco banker on the tendency to 
spread available work among as many workers as possible. 
He quotes this banker as follows: 

“While trade barometers hold much of promise for the 
immediate and long time future, there is, in my opinion, a 
far more favorable tendency in the growing acceptance of 
the doctrine that no prosperity can be sustained which does 
not spread employment to all willing to work; a recognition 
that the progress in perfecting our industrial machinery 
must be accompanied by such changes in our social prac- 
tices as will spread the benefit through society. 

Increased tempo in industry will, of course, increase em- | 
ployment, but the point which is being recognized and 
accepted is that such employment must be spread among all 
in order to furnish the consumptive capacity necessary to 
utilize the increased productive capacity of applied science. 

“The ‘spread-of-work’ movement therefore, has, in my 
opinion, a far deeper significance than the temporary allevia- | 
tion of acute unemployment and the general acceptance of 
the principle will, I feel, be about the greatest forward step | 
of our period in preserving and augmenting a social organi- | 
zation which has brought such great advances in material 
welfare.” 

It is interesting to note that such men as Walter Teagle, | 
president of the Standard Oil of New Jersey, and K. R. 
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| business 





have you. 


opinions of our readers. 


In This Corner.... 


Opinions, suggestions, complaints, criticisms, grievances or what 
Open to every one to say anything, anyhow, any time. The 
communications printed in this department represent the ideas and 
They are not necessarily ours. 
something to say on any phase of automotive activity, wholesale, retail 
or abusive, let us hear from you and we will tell the world. 


If you have 





Discounts on Repair Parts” 


It seems to me that repair business obtained by giving 


discount is just as injurious 


to the service department of 


the dealer’s establishment as obtaining new car business by 
giving excessive used car allowances is to the new car depart- 
ment, and in both cases is a reflection that your products are 


not worth the list price. 
It would seem by bulletins sent 
out recently by manufacturers that 


they have lost sight of the fact that 
each dealer in his respective com- 
munity has prestige enough with his 


owners to obtain the accident re- | 


pair business whether it is covered 
by insurance or not and that they 
are asking the dealers to bow to the 
insurance companies, which is a 
business as highly competitive as 
the automobile business and greatly 
Gependent upon it for a huge por- 
tion of their volume. They have 
also overlooked the fact that the 
cars insured by the insurance com- 
panies do not belong to the insur- 
ance companies but belong to in- 
dividual owners, who, in 90 per cent. 
of the cases, were sold by the deal- 
ers in their respective localities 
and that the individual owner has 
the sayso as to who repairs his car, 
#s long as he has it done by a reput- 
able concern. Any insurance com- 
pany that would try to dictate who 
must do the repair work on an in- 
dividual’s car; whom they have in- 
sured and had been damaged due to 
accident, would not get very far 
and would lose any future business 
to some competitive insurance com- 
pany. 

It is just as impossible for any 
automobile dealer, regardless of the 


e 


|highly competitive and eager for 
more business, would put into effect 
{lower rates to the individual car 
|owners which would be ultimately at 
the expense of the automobile dealer 
organizations, when this money 
| Should be in the automobile dealers’ 
|cash registers? Discounts originally 
| adopted were in cases of reciprocity, 
/and should be kept most confiden- 
|tial, because what is everybody's 
|business is nobody's business. 

| For the past year and a half 
‘finance companies have been in- 
| cluding a $50 deductible insurance 
|policy in their regular charts. The 
laverage fire and theft and $50 de- 
|ductible insurance policy sells to the 
/ecar purchaser of a $600 automobile 
‘at a price of approximately $20. 
| This the automobile dealer sells for 
|the insurance company that is af- 
|filiated with the finance company, 
;at no cost to the insurance com- 
| pany, while I am informed by a very 
good authority on insurance that a 
|25 per cent. commission is paid to 
|/insurance dealers for selling this 
|same priced policy. On the amount 
|of new and used car policies written 
|by a 150 new car contract dealer 
| would make the dealer, at a 25 per 
cent. commission, in round figures, 
approximately $1,000. If the insur- 
ance company gave the dealer two 


Various automopile manufacturers, in trying to get business for their 
dealers’ service departments, have suggested that the dealers allow the 


result of increased prices for farm products, is going to make | insurance companies 25 per cent. discount on factory-made parts used in 


making repairs on-insurance jobs. 


It looks as if this were an excellent 


way of getting work for dealers’ repair departments and as if the volume 
of work so created would more than make up for the reduction in the 
discount enjoyed by the merchant on the parts used. 


One of our readers, a Southern 


dealer, does not find the scheme to | 


his liking, and presents a picture that makes it appear as a liability rather 


than an asset. 


Automotive Daily News would like to hear from its other dealer read- | 


ers as to how they view this idea. 


25‘% discount to individuals where 
their car Happens to be covered by 
insurance’ as it is to allow $100 
more than a used car is worth and 
still expect to make a 
profit on your investment. an 


As 


'example, in my case, being 150 car | 


obtaining a gross discount 
on parts and situated 250 


dealer, 
of 40°. 


;miles from the nearest parts depot 


and over a period of six years I find 
that our average parts sales have 
not exceeded $200 per week and that 
the freight and handling on $200 
worth of parts amounts to $15 and 
we pay a parts man $15 a week to 
sell these $200 worth of parts, saying 
nothing for rent and space of the 
parts department which is located 
in the most valuable part of the 
building. We have always been led to 
believe that we had an exceptional 
parts business for a dealership of 
our size. So after allowing a 25% 
discount you can readily see we 
would be anywhere from 5 to 7!2% 
in the red on every dollars worth of 
done on this scale. 

The manufacturers state that their 
object in promoting this campaign 
is to drive more business in to the 
dealer's establishment, but, on the 
above basis I, for one, believe that 


legitimate 


| size of the town or place, to allow repair jobs a month, using $100 


|worth of parts each, a 25 per cent. 
| discount would equal $50 a month, 
/or $600 a year, as against what the 
| insurance company would rightfully 
owe the dealer for selling insurance 
at $1,000 a year. 

An insurance job on the discount 
|basis of 25 per cent. that envolved 
/$100 worth of parts immediately 
|would change the $50 deductable 
|policy to a $75 deductable policy, 
jas the owner would stand the 


parts, and in most cases would leave 
|pany to pay. 


on a $50 deductable basis carries a 
higher premium than a $75 deduct- 


'mium when actually only $75 de- 
ductable risk is all that is envolved. 
To show that the manufacturer's 
suggestion was in a more or less 


| were considering the dealer is shown 
by the fact that they did not exempt 
| the $50 paid by the irdividual owner 
|from the discount. All dealers will 
|admit that a $50 repair job at this 
| time is a pretty good one and that 
j}under said arrangement they would 












| first $50 and the deler $25 on the | 


very little for the insurance com- | 
The policy written | 
|able, therefore, it is a smooth way | 


of collecting a $50 deductable pre- | 


hit and miss fashion and that they | 


the more business they drive in, in| be forcing us to give 25 per cent. on 
this way the quicker they will drive | that part of the repair job that was 
the dealer out. The battle cry is|borne by the owner. 


It seems to} 
volume and it reverts back to the old | me that in attempting to put over a 


|}time country store that purchased | proposition of this kind that they 


Kingsbury, president of the Standard Oil of California, AV | cogs at 22 cents and sold them for | should first suggest to the insurance | 


now devoting practically all their time to formulating plans | 29 cents and when the merchant | company that $50 stood by the in- 
for spreading employment as widely as possible among their|was asked how he could do this,| dividual owner would first be de- 





regular employees. 

It probably will not be very long before we have some | 
semblance of prosperity in this country again. Industrial 
leaders cannot better employ their energies than in perfect- 
ing a general employment-spreading plan which will be oper- 
ative in our next depression. This is a counsel of wisdom not 
exclusively in the interest of labor, but of the country as a 
whole, which suffers every time buying power sinks through 
unemployment brought on by fluctuations in the industrial 
cyTve. 





replied, “I sell so many of them.” 
The manufacturers, in their letter 
to automobile insurance companies 
and adjusters, state that on repairs 
alone, where a 25 per cent. discount 
was allowed, a saving of approxi- 


mately $3,250,000 per annum could | 


be effected for the insurance com- 
panies. I wonder if it occurred to 
them that after the insurance com- 
panies operated under this plan for 
one or two years that they, being 


| ducted from the list of parts and not | 
In other words, | 


| Subject to discount. 
each $100 worth of parts used $50 
paid by the owner should be de- 


ducted, leaving $50 to bear the 25 | 


per cent. discount. 
I believe that 
| stand verification and will not miss 
the actual performance of a deal- 
ership of the size referred to, and I 
also believe that any broad-minded 


manutacturer or insurance company 


these figures will | 


would say, after analyzing the deal- 
er’s side of the matter, that dis- 
counts should be on the other foot, 
If the insurance and finance com- 
panies would work out a plan to pay 
the dealers a premium for such 
policies or set up a reserve and pay 
it monthly, I can see where a dis- 
count on parts could be allowed, or 
it might be well for the manufac- 
turer to get together with the in- 
surance companies and allow them a 
discount, which would prevent the 
use of outlaw parts and would in- 
crease the manufacturer's business 
cnough to warrant same, but in no 
way should the discount come out of 
the dealer’s pocket. In most cases a 
damage by collision is in the dealer's 
place of business two or three days 
before the insurance company is 
notified, and the dealer has a tow- 
in Job investment in the car. It does 
not seem fair to ask a dealer to give 
a discount on business he has al- 
ready secured any more than it 
would be fair for someone to ask for 
discount on a job-that had been 
paid for six months before. 

I have talked to several insurance 
men, and they have all stated that 
they did not feel that they were en- 
titled to said discount, due to the 
fact that their rates were based on 
the manufacturer’s list price over.a 
period of years of experience. They 
also state that all they ask is a fair 
estimate based on the manufactur- 
er’s list price, but that if the 25 per 
cent. discount was to be dished out 
| they were on the receiving end. 


QUEENS REGISTRATIONS 
SHOW GAIN OVER 1931 


Queens, N. Y., Sept. 28—A re- 


port compiled by County Clerk Ed- 
ward W. Cox for the annual report 
of the Queens Motor Vehicle Bu- 
reau disclosed that 15,000 more mo- 
tor vehicles were registered in the 
borough this year than a year ego. 
The total receipts for the period 
from registration licenses. fees, 
plates and all other sources of rev- 
enue were $2,266,173.63. 

This sum represents the funds re- 
ceived for payment of registration 
plates issued for 161,398 vehicles, in- 
cluding motorcycles, as well as for 
operators’ and chauffeurs’ licenses. 
Of this group of vehicles. 122,941 
plates for passenger cars were is- 
sued, resulting in the payment of 
$1,510,395.79 in registration fees. 


| COMING EVENTS 





SEPTEMBER 
29-30—Chicago. National Association Motor 
Bus Operators 
30-Oct. 1—Dallas, Tex. 


Mining and Metallurgica! Engineers, 


| 
| 

American Institute 
| Petroleum Diylision 
| 


OCTOBER 


8—Buffale, N. ¥. Society of Auotomoe 
tive Engineers’ Production Meeting. 


3- 7—Buffalo, N. ¥. Nationa! Metal Cone 
gress. Sponsored by Americen So- 
ciety for Stee] Treating, with co-op- 
eration of American Society of 
Mechanica! Engineers, Institute of 
Metals and Iron and Steej Divisions 
of American Institute of Mining and 
Metallurgical Engineers. American 
Welding Society, Wire Association. 
4- j—Washington, D. C. Nationa! Safety 
Council Meeting 

7—Boffalo, N. Y. National Metai Exe 
position, 174th Regiment Armory, 
W 4H. Eisenman, 7016 Euclid Ave.,, 
Cleveland, director 

| 8- 8—Buffalo, N. ¥. Nationa! fron and 
Stee! Meeting. 

4- 5—Niagara Falls, N. Y. 
Automobile Merchants 


~ 
’ 


Empire State 
Association, 


Inc., Convention 
4- &—Toronto. Transportation Meeting, 
S A. E., Royal York Hotei 
6-16—Paris, France. Passenger Car Show. 
10-14—Atlantic City, N. J. American Gas 
Association 
13-22—London, England. Olympia Show 
| 17-22—Atlantie City, N. J. National Harde 
ware Association, Accessories Branch, 
NOVEMBER 
11-19—Glasgow, Scotland. Motor Show 
14-16—Atianta, Ga. Nationa! Tire Dealers’ 
Association 
15-17—Houston, Tex. American Petroleum 
Institute Meeting 
18-Dee, 4—Paris. Aeronautical Show 
DECEMBER 


2- 3—Detroit. Nationa! Standard Parts 
Association Convention 
5—New Orleans, La. Association of 
Asphalt Pavine Technicologists. 
5- 9—New York. Annual Meeting A. &, 


M. B 

5-10—New York. Power and Mechanical 
Engineering Exposition 

5-10—Detroit. Third Annual Joint lrade 
Show, National Standard Parts Ase 
sociation and Motor and Equipment 
Manufacturers’ Association Conven- 
tion Hall 

JANUARY 

7-14—New York City. Nationa! At'omoe 
bile Show. Grand Central Palace. 

16-23—Detroit. Highway and Building 
Congress 

28-Feb. 4—Chicago. 
Show Coliseum 

FEBRUARY 

11-18—Kansas City, Mo. Kansas City Moe 
tor Car Dealers’ Show 

27-Mar 14—New York City. Chemica! Bx- 
position, Grand Centra! Palace. 

APRIL 


20-21—Cleveland, 0. Nationa! 
Association. 





National Avtomobile 


Petroleum 





ry 
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Multiple Spindle Chucking Machine | 





& DeLeeuw Machine: their drive from a separate motor. | 
is | Each chuck as it indexes into load- | 
ng postiion is automatically thrown | 
out of engagement with its drive, 
and stops to let the operator un- | 
load the work and put another piece 
in place. The chuck automatically | 
starts revolving again as it indexes | 
out of the loading position. Positive | 
tooth clutches are used here, oper- | 
ated by a mechanism claimed to 
need no adjustment for slippage or 
wear. 

Change gears are fitted to give a, 
wide range of chuck speeds. | 

Cross slides are placed at the first | 
and third tooling positions and are | 


The Goss 


Company, New Britain, Conn., 
just announcing a new Duplex mul- 
tiple spindle chucking machine in 
which all the chucks can revolve 
simultaneously. It is possible to} 
have other combinatons of opera- 
tions on these mecahines. For in- 
stance all the tools may revolve and 
the chucks stand still; the chucks 
revolving and the tools remaining 
stationary and the chucks revolv- 
ing and any of the tools remaining 
still. Two standard cross slides are 
provided. 

These machines are added to the 
company’s line of four spindle tool 
revolving machines. These multiple | carried on the turret ways. They | 
spindle Duplexes carry a different | are operated by means of the move- | 
face plate for revolving chucks and | ment of the turret slide. The small- | 
have the two cross slides added. | est of this new line is a 6x6%4 inch 
The tool spindles and drives remain} model, has a 6%4 inch stroke and 
the same and the heavy turret with} will swing a piece of work 6 inches | 
integral cam feed are retained. in diameter. The largest machine | 

In this Duplex line the chuck|in the line is 11x10. In use solely | 
spindles are carried on large anti-| as tool revolving units, it is stalied.| 
friction bearings, either ball or|the machines can handle larger 
taper roller in 1 the face plate and get pieces of work. 


- WYROMATICK | 
COMPENSATOR 


The Federal-Mogul Corporation, | 
Detroit, is announcing to the trade | 
production of the Wyromatic com- 
is provided | 











| they can go no further until an- | 
| other .061 of wear has been reached. 

| It is claimed that the Wyromatick | 
| compensator is practical for use in | 
|roller, ball or end thrust bearings | 
on plain sleeve type. The units are | 
made for all standard and special 
| bearing sizes, 


FREE WHEELING 
OIL GUN 


The Autoquip Manufacturing Com 
pany of Rochester, N. Y., is offering 
|@ new hand oil gun equipped with a 
‘shut-off nozzle for free whee ling 

oils. 


The gun has a heavy gauge seam- | 


| 
| 


pensator, which 
with controlled preload to insure | 
maintenance of any _ clearance | 
needed for expansion and contrac- | 
tion. The makers claim that any | 
bearing adjustment can be held 
within .00025 of an inch and the | 
bearing adjustment may be as tight 
or as loose as the designer wishes. 

The Wyromatick compensator has | 
the general appearance and takes | 


now 


up about the same amount of room |iess brass barrel 145 inches by 16 
yl ees ene eaeet. = : linches length. Special design | 
just about as simple to instal. / plunger assembly with leathers | 


Springs in the master cam give the 


using sprin rass expanders is - 
power to take care of the preload S epring wees expanders is de 


: signed to keep the gun in good 
~—— ane are —— a er working condition. Fork handle 
o give the exact preload specified.)/4nq gun head of malleable iron. | 


The master and gauge cams are a 
pair of mating helical cam faced 
members, which when assembled in 
their power position increase their 
cross sectional dimensions when 
rotated in opposite directions. 
When the compensator is as- | 
sembled, it is wound and held in| 
that position by the lock spring en- | 
gaging in the lock spring socket. 
When it is drawn up in a bearing 
assembly, the pressure releases the 
Jock spring. Then the power spring 
urges rotation of the gauge cam, 
but this rotational action is stopped 
by the gauge pin engaging one of | 
the ribs of the control washer, 
In action if the compensator 
set to take up wear in .001 of an 
inch, the preload springs are con- 
stantly forcing separation between 


Gun is designed to handle light oils. 
especially free wheeling oils. When | 
the gun is lifted, the nozzle auto- ' 
matically shuts off. The gun may 
be kept loaded for use without leak- | 
| ing. 





|GROSS AND MEYERS JOIN 
CONSOLIDATED AUTO SUPPLY | 


Louisville, Ky., Sept. 28.—Gaston 
G. Gross, formerly of Pittsburgh. 
and lately with Original Tire Com- | 
pany Cincinnati, O., nas become as- 
sociated with C. A. Hoover in the 
Consolidated Auto Supply Company. | 
Inc., Louisville, Ky., as a member | 
js }Of the firm. Mr. Gross will have | 
jcomplete charge of merchandising | 
and purchasing. Phil Meyers, for- 
imerly of Original Tire Company, 
the master cam and the contro] | as also become associated with the 
washer. The lock spring is con- | Consolidated Auto Supply Company 
stantly trying to force separation jin the capacity of sales supervisor. 
between the gauge cam and the| ; - 


contro] washer. When the .001 of | CHAIN STORE TAX 
an inch of wear is reached beyond | Knoxville, Tenn., Sept. 28—An 
the minimum allowed for expansion | ordinance taxing chain stores $25 


each was passed on final reading by 
the City Council a few days ago. 
Knoxville thus becomes the first city | 
in Tennessee to lay a tax on chain 
stores. 


and contraction, the gauge pin 
passes one rib; that much rotation 
between the master and gauge 
cams imereases their joint cross sec- 
tion exactly .001 of an inch, so that 











| market 
| which are described as combining | 


| mission 


Production -- Engineering -- Factory | 


ENDLESS BELTS 


The L. H. Gilmer 
Philadelphia, Pa., 
five new 


Company, | 
is placing on the | 


endless belts, 


two belts in one. 

The lower section of the belt 
embodies layers of parallel pulling | 
cords, carries out the actual trans- 
of power. On this section 
are imposed heavy cords which 
have the function of squeezing the 


lower pulling cords tight to the 
pulley face. This section acts as 
the contactor belt. The jacket of 


the belt is double on the face which 
engages the pulley and single on 
the top. It may be had in a wide 
range of weights and sizes. These | 
belts have been given the trade | 
name of Kable Kords. 

Another of these Gilmer belts is | 
constructed on a principle similar | 
to that orf the endless belt. It 
comes in rolls, and instead of using 





| cords for the pulling agent it util- 


izes a specially woven duck belting. | 
The top cover and the bottom cover | 
each count as a ply. The inside | 
plies are laid parallel with the bot- | 
tom and the sides are brought 
around info the top cover or jacket 
and over the Kable Kords. These | 
cords are spaced three inches apart. | 
Alligator or clip lacing may be | 
employed. | 

Another item is an improved v 





|} of large cord. 
| held in a resilient rubber compound | 
| which holds the cords in place when 


| fabric 


| sure in accurately cut models to give 


| duces belts 


For night motoring the ariving lights 





VALVE SEAT CUTTER 


The Van Norman Machine Tool 
Company announces that a new 
valve seat cutter is available, with 
the body and the cutting plates of 
these new of 
of 


the cutter cover the eutire popular 
range of 45° valve seats. 

Tne manufacturers claim that the 
cutters are chatterless, have longer 
life with less sharpening and leave 
the valve seat with a _ perfectly 
smooth finish. 

Another Van 
the Van-A-Loy cutter and pilot set. 


belt, designed to obviate internal 
heating. Numerous strands of fine 
cords are used in the upper half of 
this belt rather than a few strands | 
The fine cords are 


they are under load. A heavy, woven 
jacket encases this belt. It is stated 
that this V belt will stretch less than 
1 per cent. 

The company also produces a round 
belt, which is rolled out of a special 
rubber impregnated. These 
belts are molded under heavy pres- 


cutters composed 


special alloys. The eight sizes 


as nearly as possible a perfect circle. 
The Gilmer organization also pro- . 4 
for high speed work Norman product is 


on machine tools of various types. | “ —s , ; 
These fabric belts are endless in type Set No. XP-44 is 95 per cent. uni- 
and may be had in any weight and Versal. It contains eight 45° and 
thickness to meet any type of ser- Ome 30° Van-A-Loy cutters, four 
vice. It is stated that belts of this) 79 ®nd two 15° narrowing cutters, 
type are in use at speeds of 6,000 | ‘ive expo nsion pilots complete, one 

preteae “Reon ney + eva iwo 


and 12,000 feet per minute. 3 
all are in- 


hnilever 


carbon cleaning brushes; 
( nN a Mew special Ci 
tray steel box. 


NEW AUTOPOST = sss steel > 


|of the Autoposts, when illuminated, 
indicate the full width of the car to 
approaching traffic. As a_ trouble 


The Autopost Company, New York 
city, announces a new model of its 
device. ‘light, the lamps may be focused on 

The new Autoposts are mounted|side and top of engine during in- 
on the extreme end of the fenders/spection or repairs. The mirrors are 
sufficiently high for the driver to see | plate glass and reflect traffic condi- 
the limits of his right front fender.|tions for a considerable distance in 
the rear. 


HANDLED ONE LINE 17 YEARS 


THEN CAME TO NASH 





BECAUSE: “THE NASH LINE STOOD OUT HEAD 
AND SHOULDERS ABOVE COMPETITION’ 


YPICAL of the course of thought and 
action of many dealers who recently 
have sought the Nash franchise is the story 


of the coming to Nash of A. 


Inc., of Highland Park, Illinois, which had 
handled a competitive line of motor cars for 


seventeen years. 


“During almost fifteen of those years the 
progress of automobile sales has been con 
tinuously upward, with the exception of 
says this dealer. 
course, now and then there would come a 
year when the sales dropped off a little in 
comparison with other years, 
sufficiently to cause any real worry. 

“Then came 1930, which we thought was 
bad; and 1931, which was worse; and 1932 
the first half of which most dealers will 
agree has presented problems the trade 


minor set-backs,”’ 


never had to face before. 


“We were faced with an extraordinary buy- 
ing reluctance on the part of the public. Our 


BIG SIX 
116-inch Wheelbase 


STANDARD EIGHT 
121-inch Wheelbase 


This Group, in front of 
the A. G. McPherson 
Building in Highland 
Park, Ill, is made up of 
the Sales and Mechan- 
tcal Staffs of the New 
Nash Organization. 





line presented as much appeal as the average 
—but that was not sufficient. We wanted a 
line with eye appeal and performance appeal 


G.McPherson, and value ‘appeal far above the average. 


“The most careful comparisons made it 
unmistakably plain that Nash offered the 
soundest possibilities for profit. In down- 
right motor car value all five series of the 
Nash line stood out head and shoulders 
above competition.” 


“Of 


Value is important at all times—but it is all- 
important when the public refuses to un- 
loose the purse strings unless the product 
presents more for the money than has been 


offered before. 


Nash cars do just that—and that is the rea- 
son why so many dealers, leaders in their 
communities, are coming to Nash. 


but never 


For information aboat the Nash franchise, 
write the Sales Manager, The Nash Motors 
Company, Kenosha, Wisconsin. 


AMBASSADOR EIGHT 
142-inch Wheelbase 


ADVANCED EIGHT 
133-inch Wheelbase 


SPECIAL EIGHT 
128-inch Wheelbase 


NASH 


$777 to $2055 .... 


Prices 


6. factory (4244) 


+ 
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Liberty Takes 3 New Steps 


to Help 


Your Advertising Get 


Its 1933 Dollar’s Worth 


1. A rate and circulation readjustment. 


2. A separation of Canadian circulation from 
the total edition, enabling advertisers to: 


(a) Replate for Canadian addresses, 
signatures or entire advertise- 
ment in the Canadian edition. 


(5) Buy only the Canadian edition. 


(c) Buy only the circulation exclu- 
sive-of-Canada. 


3. A heavier cover paper stock. 


A Rate and Circula- 
tion Readjustment 


Circulation guarantee adjusted 
from 2,310,000 to 2,174,000. 


Black and white page rate 
adjusted from $4,250 to $4.000. 


se 
Black and white rate per page 


er thousand remains unchanged 
at $1.84. (Lowest of any major 
magazine.) 


Two color rotogravure rates 
proportionately adjusted.... 
Process color, back cover and line 
rates per thousand still further 


reduced. 
se 


AGAZINE sales, like the 

sales of other commodities, 
are affected by general business 
conditions. 

Thirteen major magazines in to- 
tal, for the six month period end- 
ing June 30, 1932, are off some 
1,400,000 circulation from the six 
month period ending June 30, 
1931. 

Liberty, for the same period, 
shows a loss of about 200,000 
circulation. 

As in the case of other commodities, 
however, normally declining magazine 
Sales are susceptible to restraining 
Sales pressure. Thus, while these 
magazine circulations, in total, have 
declined 5 per cent, their newsstand 
circulations are down 14 per cent, 





while subscription circulations are 
down less than 1 per cent and *‘boy’’ 
circulations are actually up 2 per cent. 


Operating under the long estab- 
lished Mactadden Publications In- 
corporated theory that forced cir- 
culations are uneconomic for both 

ublisher and advertiser, Liberty 
- adopted none of the well- 
known means toward pushing up 

“*boy”’ circulations or putting on 
subscriptions. It has continued to 
follow the policy of letting circu- 
lation find its level normal to the 
times. It believes that such circu- 
lation, regardless of quantity, will 
hold greatest profit for the adver- 
tiser — and, automatically, for 
Liberty. 

It is interesting to note, in this con- 
nection, that while Liberty's news- 
stand or completely supply-and-de- 
mand circulation has declined only 7.5 
per cent (compared to a 14 per cent loss 
for the 13 major magazines) sts" boy’ 
circulation has declined 12.4 per cent 
(compared to an increase of 2.4 per 
cent for the total of all other magazines 
using boys) and tts subscription cir- 
culation is still only one per cent of sts 
entire circulation (while the subscrip- 
tion proportion of the total of the other 
leading magazines has increased from 


55 per cent to $7.3 per cent) 















































New conditions are best met by 
full recognition of them. Adver- 
tisers who bought Liberty on the 
basis of 1931 circulation are nat- 
urally protected by normal rebate 
arrangements. But rather than 
drive for a circulation volume ap- 
propriate to conditions no longer 
existent, Liberty, effective with 
its September 3rd issue, reduces its 
guarantee from 2,310,000 to 
2,174,000 and its black and white 
page rate from $4,250 to $4,000. 
(Two-color rotogravure is ad- 
justed proportionately .. . . Proc- 
ess, cover and line rates are still 
further reduced.) 

While the guaranteed black and 
white Oe 
remains at $1.84 (the lowest of 
any mass magazine), the actual 
black and white rate-per-page-per- 
thousand for circulation delivered 
will undoubtedly go still lower. 
Because: 

Under the old 2,310,000 guaran- 
tee, advertisers could hardly ex- 
oe an excess of circulation so 

ong as present business conditions 

continue. Theiractual rate would 
be rather definitely fixed at $1.84. 
With the new 2,174,000 guaran- 
tee, it is highly ‘probable that a 
substantial bonus will be deliv- 
ered. As this is written, the ad- 
vance print order has been raised 
to 2,540,000. Actual delivery, at 
this moment, is in excess of 2,205,- 
000. Giving an immediate bonus 
of more than 30,000. Lowering 
the black and white rate-per-page- 
per-thousand for currently deliv. 
ered circulation to $1.81. 

In addition to the rate readjust- 
ment in black-and-white and two- 
color rotogravure, the further re- 
duction in process color, back cover, 
and line rates brings four-color 
process down from $3.25 to $3.22 
a thousand; two-color process 
from $2.60 to $2.58; ae cover 
from $4.33 to $4.23. The line rate 
drops from $11.00 to $10.00, low- 
est of any leading flat sized 


aapiniee 
or your convenience, the fig- 
ures involved are tabulated below: 


Table 1— New Rate Schedule 
































A Separation of 
Canadian Circu- 
lation from the 
Total Edition... 


I nvolving three 
opportunities : 


1. An advertiser buying com- 
plete Liberty circulation may 
have his address, logotype, copy, 
or even entire layout (but not 
product, size of space, or date of 
issue changed for Canadian edi- 
tion, with no extra cost other 
than a service charge (non-com- 
missionable) of $25.00 for units 
up to and including one column 
and $50.00 for units over a col- 
umn and up toa page. This = 
plies to color as well as black- 
and-white, rotogravure as well 
as letter-press. Effective im- 
mediately. 
> Advertisers especially inter- 
* ested in Canada alone, may 
buy Liberty’s Canadian circula- 
tion, exclusive of the remainder 
of Liberty's circulation. This 
makes available the only weekly 
magazine circulation in Canada 
(130,000 guaranteed, 150,000 cur- 
rently delivered and growing) at 
a rate ($450 a page) producing a 
cost per-page-per-thousand 34 
per cent less than that of any 
other Canadian magazine. It 
makes available the only single- 
copy, issue-by-issue demand type 
magazine circulation (63.2 per 
cent new sstand, 36.6 per cent 
““‘boys’’, .2 per cent subscription) 
in Canada; ;the only largely urban 
circulation in Canada (82 per 
cent in the 33 largest Canadian 
cities). Effective immediately. 
3 American advertisers without 
* business interests in Canada, 
or for whom Canadian business 
conditions make Canadian adver- 
tising uneconomic, can climinate 
Liberty's Canadian circulation 
and effect a definite saving in ad- 
vertising costs. Circulation of 
2,044,000 exclusive of Canadian 







circulation, is guaranteed, at 
$3,900 a black and white c;a 
saving of $100 a page. iC- 


TIVE WITH ISSUE OF JAN- 
VARY 7, 1933. 






































Four Color | Two Color | Two Color % Page Vy Page z s Pege Vy Pegs 
Circulation| B. & W. Back Cover Process Process oto Two Color | Two . ates | B. & W. Agate 
MAGAZINE 1931 Page P. Page Page Ro Line 
ae Ra “Rate | ate | Rat Rate Rate Rate Rate ne 
aa Rate per M Rate Lo Rate per |. Rateh per M| 3 Rate er Rate locr Rate rg | Rate |perM| Rate bere 
10,385 $4,250| $1.84|$10,000/$4.33|$ 7,500) $3.25 $6,000|$2.60|$5,000|$2.16|$3,350/$1.45/$1,675/$ .72/$2,850/$1. 23/$1,425| 2|$i1.0 
Fase (New Rate Basis)! 2; 174 000! F239) tf $1.84/$ 9, ‘200/84. 23) 7,000 $3. 22| 5,600 $2.58 58) 92.58/84, $4,700)62. 135/$1. 44/81, 57 sols : .72 $2, "667/81. 23|$1, 334| $i $10. 00 
—_ \* —— ae | —— ad pat jt eel Any tel ja —_— 
Saturday Evening Post. .|2,891,571|$7,200/$2. 49\813, 500/$4. 67|$10, 350)/$3.58 $8,550)$2. 96 . . $12.00 
Bete Madldserceccnn [270 0,00! .67) 3| 
Collier’ feos Keneeanenasne (3 ,283,389/$5,200 $2. 28|\$ 9,600) $4: 420)8 7, -600/$3. 23 $5,950) $2. 61 . e . . $ 8.00 
16 Dasis.cesessecess 2,000,000 
Literary Digest vedeehanes it 416, .259/$3,000/$2. zal 6,000 4 4245 4,500 $3. tas .750/ $2. 3 . ° $2,050 (Pr: 45/$1, ove 3 -72|$ 7.00 
Gan MAGBsinéseeesaacl 1,400,000 2.1 
American. ict oie [21044 :044,898|$4,300/$2.20)8 9,000 Ist: ‘40/8 7,650 $3. 74)85.400)82. 64 o | e $3, 060] $1. 50/$1, — 73|$11.00 
$C Basis. .ccoccecces 1,800. 2. 5. 
Cosmo as pehabbaaas i! :679, 825 $4, ‘sole 30 $ 8, 800183 25 .24$ 7, 000 $4 nt? $5,300/$3.16 $3,600 $2. A¢ . $2,900 $1 73/$1,500/$ 89 $10.75 
t Di checakaaoad! 1,$50,0 2.7 5.6 | j 
Vastu." it 530,000) 000) $2. ‘09/6 9,000) $4. oss 6,750) $3.51/$5,200 $2. 7 . . $2,800/$1.45| $1,400) “73)641.00 
ate Basis............ |1'800;000| 2:22! |" 3.75) 1.56 ‘78 




















HE establishment of Canadian branch 

plants to avoid the high duties of the 
Canadian tariff has not fully solved the 
sales problem of the American manufac- 
turer in Canada. 

Before they will buy, Canadians fre- 
quently ask for not only the right price, 
but assurance that the goods are ‘made 
in Canada.” 

Particularly since the passage of the Haw- 
ley-Smoot tariff bill, Canadian nationalistic 
feeling has run high. The vecent Empire 
Trade Conference at Ottawa has done much to 
crystallize Canadian sentiment in favor of 
Canadian goods. Visitors to Canada know 
that no window or counter display is complete 
without the slogan: ‘*Buy Canadian Made 
Merchandise."" 


In order to emphasize the Canadian 
origin of their branch plant made prod- 
ucts, American concerns have recognized 
the value of employing native Canadian 
sales personnel, frequently preparing copy 
especially for Canadian readers and plac- 
ing it in Canadian magazines and news- 
papers. 

Although most of these manufacturers are 
extensive advertisers in American magazines 
circulating heavily in Canada, nevertheless, 
they have recognized their Canadian advertis- 
sng problem as a distinct and separate one. 
In many cases, they have even considered their 
American advertising as something of a lia- 
bility, tending, as it might, to contradict the 
idea of a ‘Canadian product.” 

Affected, itself, by the tariff situation, 
and believing in Canada, Liberty has been 
—— its Canadian edition in Canada 
or the past five months, under the con- 
trol of Liberty Publishing Corporation of 
Canada, Ltd. Impressed by the growing 
spirit of nationalism as exhibited at the 

rade Conference, Liberty discussed the 
situation with advertisers operating Ca- 
nadian plants, and came to the conclusion 
that these new advertising needs and 
equally new publishing facilities might 
result in a nies new service. 

With requests for replating from sev- 
eral of the country's biggest advertisers 


Buying the Canadian Edition 


T= United States enjoys the distinction of being 
the greatest magazine reading nation in the 
world. In noother country have magazines achieved 
such huge circulation, either in total or in propor- 
tion to i population. American companies extend- 
ing their advertising activities to foreign lands are 
f{requeotly amazed at the unavailability of ade- 
quately dimensioned mediums of the long lived, income 
selecting, artistically printed, low cost magazine 
type. A ‘‘national advertising campaiga’’ in maga- 
zines, as it is known in the United States, has been 
relatively impossible elsewhere. 

Canada has been essentially a newspaper reading mar- 
het. This most widely used spe of medium affords ade- 
quate coverage, bust must include the cost of the shim milk 
of mass with the top cream of class, limits the advertiser's 
opportunity for artistic reproduction to the facilities of 
newsprint and high speed presses—and is dead in a day. 
And no locally named newspaper regardless of outside 





The Advantage of Replating for the 
Canadian Edition of Liberty 


already in its files, Liberty now formally 
offers the opportunity of changing adver- 
tisements in Canada without any cost 
other than a nominal $25.00 fee for space 
of one column or less and $§0.00 for larger 
units up to and including a page. 

This makes available many immedi- 
ately discernible advantages. 

Every copy of Liberty sold in Canada bears 
the caption ** Printed in Canada’’ on the cover. 
Certain changes in standard format to conform 
with Canadian tastes and ideals have already 
been made. A Canadian editor supervises the 
editorial contents. As a Canadian product 
itself, Liberty offers to advertisers interested 
in Canada a nationalistic background. 

American advertisers with Canadian 
branches can substitute their Canadian 
address and logotype in every copy of 
Liberty sold in Canada. 

In most cases, a price differential exists 
in Canada and, if the advertiser's policy 
warrants, the Canadian price can be pub- 
lished in every Canadian Liberty. 

Some companies manufacture a spe- 
cially styled product for Canada. Such 
companies may change all illustrations 
for Liberty's Canadian edition. 

Where Canadian advertising agencies are employed 
to produce characteristically Canadian copy and lay- 
out, these completely new advertisements (involving, 
however, no change in size, ee of space 
units or date of issue) may be substituted in Liberty's 
Canadian run. 

All orders and billing, however, will be in con- 
nection with the agency originating the basis con- 
tract for the combined American and Canadian 
circulation. Copy changes or completely new copy 
for the Canadian edition may be furnished by either 
agency at the advertiser's convenience. 

Closing date for the Canadian edition coincide 
with those for the total edition. 

Except for le advertisements, no extra plate 
expense is involved since the Canadian edition is rotegra- 
wure throughout. Only photographs, drawings and proof 
¢ type are required. These should be delivered direct to 

therty Magazine of Canada, Ltd., 1244 Dufferin 
Street, Toronto. For any further details, address Liberty, 
420 Lexington Avenue, New York City. 

Because this replating service not only turns 
American advertising for Canadian-made products 
into Canadian advertising, but accually makes pos- 
sible the aggressive use of the most important maga- 
zine circulation in Canada, Liberty's place in the 
Canadian magazine picture may be of particular 
interest. 


Alone as a Canadian Magazine 


circulation volume, can give an advertising campaign the 
““national’’ prestige that comes with a magazine. 


There are a number of well edited Canadian maga- 
zines, bur their circulations are not essentially trad- 
ing center circulations. 

As Canadian advertisers know, the Canadian trad- 
ing centers bear little geographic relat onship to the 
vast area lying north of the International Boundary. 


A fringe of 33 cities, each of over 20,000 ee 
tion, reaching from Halifax to Vancouver holds 
most of the urban population, and produces the 
major part of individual income tax returns and 
over-the-counter retail trade. 

In these cities, the five leading Canadian maga- 
zines deliver from 40% to 62% siahale circulation. 

Here, Liberty delivers 82% of its Canadian Edition 
circulation. 

Complete figures based on latest available data follow. 


Table 2— Canadian Trading Center Circulation 
ES 


Circulation in 


Total 33 Largest Cities 

bese ne ee a 

i i FIOM). ccccccccccccccccccccccck Gm. 27, 19392 ’ ° A 
Re smeetin® Eaiten)oo+.00reccererseoeconere Te 15, 1930 160,157 77,297 48.3 

nadian Home Journal........2++.e++eeeeeeeeeee+ Dec. 1931 152,917 94,296 61.7 
fenedien Magazine...... Ghain'edbssses0000sc0enneec ae 100,903 47,075 46.7 
IM. nas wn ciceaceenets ana ans mip 120,162 73,324 61.0 
Mations! Home Monthly... ..cccccccccsccsccccees Dec. 193 140,151 56,163 40.1 


i 
*Present circulation guarantees are bigher—see Tables 3 and 4. 
listed by Standard Rate & Data Service are: Montreal, Toronto, Vancouver, Wiaaipeg, Hamilron, Quebec, Ortawa, 
indsor, Halifax, Regina, Sr. John, Saskatoon, Victoria, Three Rivers, Kitchener, Branclord, Hull, Sherbrooke, Fort 


The 33 largest Canadian cities as 
Calgary, Edmonton, London, AN 


William, St. Catherines, Wesemounr, Kingston, Osbawa, Svdaey, Saule Ste. Marie, 


Peterborough, Moose Jaw, Guelph, Glace Bay, Moncton. 





Placement, of course, is not enough. Ads must be 
seen—not merely received in the home. The Reader 
Interest in a magazine's circulation has long been 
estimated from the means used to secure that cir- 
culation. 

It is generally admitted that newsstand or full 
price, sMolpseteave-it type circulation is the best 

uarantee of real interest on the part of the reader. 
Boy vendor or ‘‘mobile newsstand'’ type of circula- 
tion, where the buyer must remake up his mind 
every issue, 52 times a year, and pay full retail price 
for each copy, has been considered second only to 
regular newsstand type circulation as a guarantee of 
reader interest. Subscription circulation, where the 
magazine may be offered at a reduced price in con- 
nection with a ‘‘clubbed’’ magazine Foonaiie ofa 
different editorial appeal , making onc of the two less 
likely to be of interest), witha ce premium which 
easily may be of greater value and desirability than 
the magazine itself—such circulation may be less 
reliable as an index of reader interest. Under the 


best of conditions there is no guarantee that any 


reader interest in existence when the subscription 
was taken, will continue issue after issue, year after 
year. Single copy circulation, on the other hand— 
eaatanl boy sale—reproves its reader interest 
with the repeated act <a each issue. 

With the exception of two Canadian magazines 
having 26% and 19% single copy circulation, all 
other leading Canadian magazines report less than 
7% of their circulation in this single copy clas- 
sification. 

Liberty sells 99.8% single copy, weck-by-week, repeated, 
full price demand. 

The 25 investigations of what U. S. people read 
in the magazines they buy—recently conducted by 
Dr. George Gallup and Percival White, Inc.— 
showed that not only were Liberty's editorial con- 
tents more thoroughly read bus that the average adver- 
tisement in Liberty enjoyed 17 per cent sca. , ent more 
REAL, SEEN circulation than in other leading magazines 
of more of the subscription type. 

The comparative figures of circulation methods in 
Canada are shown in table 3. 
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Table 3 — Canadian Circulation Methods 


Total Per Cent Per Cent 
News- Single Single Subscrip- Subscrip- 
P A.B.C. stand Copy Copy tion tion 
Magazine Present Average Circa. Boy Circu- Circu- Circu- Circu- 
Maclean's Gupseeees 6/30 hy Jstion Sales lation lation lation lation 
"Effective 3/1/33 180000 ° 568 19,538 45,106 26.35% 126,059 73.65% 
ae ey ‘ileal 150,000 150,161 16,221 12,551 28,772 19.16% 121,389 80.84 
t . 73,389 10,5 x \o ° . 
Casadi azacure © 1/33 200,000 54 None 10,554 6.09% 162,835 93.91 
anadian Magazine 100,000 100,71 :097 7 , 
National Home Monthly 3 3,09 1,272 4,369 4.34% 96,344 95.66% 
ective Oct. 1932 180,000 154,117 4,204 3,755 7,959 $4.16 146,158 94.84 
LIBERTY (Canadian Ed.) 130,000 *131,728 82,263 485164 131/427 99.77 z 301 ’ 23% 


Present Delivery 150,000 *Issue of 2/27/32 






Placement and reader interest are two primary 
points of difference between magazines. But upon 
examining the advantages common to a// magazines 
(as contrasted to newspapers ): long life, fine repro- 
duction and Jow cost, an added advantage in Liberty 
is discovered for Canadian advertisers. ; 

Because the circulation demand is so pressing that no 


expensive subscription efforts need be employed, because 
the editorial cost is divided over a circulation im excess of 
two million, the advertising rate for Liberty's Canadian 
edition of 130,000, $450 a page, produces a cost per page 
per thousand 34°% lower than that of any other Canadian 
magazine. 

The detailed cost figures follow: 


Table 4— Canadian Circulation Costs 















ack Cover Four Color Page Iwo Color Page 


Magazine Circulation Rate Rate Rate Rate 

i Guarantee Rate per M Rate perM Rate pecM Rate erM 

Maclean’s........... Pereeceses --160,000 $910 $5.69 1,700 $10.63 1,300 $8.13 1,110 $6.94 

. Effective 3/1/33 180,000 $950 $4.28 1,800 $10.00 1,400 $7.77 1,175 $6.53 

Chatelaine. ..ccccccccssccccccces 150,000 850 $5.67 1,700 $11.33 1,250 $8.33 $1,050 $7.00 

Canadian Home Journal......... 175,000 985 $5.63 1,750 $10.00 1,400 $8.00 1,185 $6.77 

Effective 4/1/33 200,000 $1,090 $5.45 1,950 9.75 1,525 $7.62 1,315 §6.57 

Canadian Magazine......... +++++100,000 $595 $5.95 $1,100 $11.00 $ 900 $9.00 $795 $7.95 
Nesionnt Rome {oe 

ective October 1932 180,000 $1,050 $5.83 1,850 $10.28 1,450 $8.06 1,250 $6.94 

LIBERTY (Canadian Edition)...130,000 $450 $3.46 850 $ 6.54 § 650 $5.00 500+ $3.83 

September Circulation Delivery.150,000 $450 $3.00 $ 850 $ 5.67 *$ 650 $4.33 $ S500T $3.33 

% Page % Page 
Two Color Two Color % Page , Page 

5 Roto Roto B. & W. B. & W. Agate 

Magazioe Rate Rate Rate Rate ine 

. Rate perM Rate penM Rate perM Rate perM Rate 

sppsarashabbaathibnnanaeg = ececes eco © ° ° ° ° ° ° . 1.30 

ective 3/1/32 . + . . . . . - 1.40 

iii reese aaenih - 7 . . . . . - 1.25 

Canadian Home Jornal.......... sip anane a ° ° e ° ° . ° 1.45 

y Effective 4/1/33 - . . . . . . - 1.60 

Canadian Magazine........ Cocccereccesccce © . . . . . . ~ 85 
National Home Monthly— 

Effective October 1932 - - - : ° . . . 1.50 

LIBERTY (Canadian Edition).... .... eee $335 $2.58 os $2.98 Spee $2:3! gee $3.33 1,25 

September Circulation Delivery......... $435 2.23 170 1.13 300 $2.00 150 1.00 1.25 


*$650 rate applies to 4 color and 2 color process 


As will be seen from the table above, Liberty is 
the only Canadian magazine offering two color 
printing for double and single column advertise- 
ments. This gives advertisers in Canada the same 
advantage of color attention value in low cost space 
units now enjoyed by advertisers in the United 
States. 

Only Liberty's new rotogravure printing methods 
make this advance in advertising technique possible. 





ages on inside covers only. 


tRotogtavoure 





This same rotogravure process means that adver- 
tisers need undergo no engraving expense—art work 
and proof of type being all that is required. 


= «< 


Liberty, more than any other American magazine, 
is qualified to offer a Canadian edition to Canadian 
advertisers. It has the largest Canadian circulation 
of any American magazine. 


Table 5 — Canadian Circulation of American Magazines 


Canadian Circuletion 


Liberty 131,728 (2/27/32) Sat. Eve. Post 
130,000 Ceaarences} Americano 
a 150,000 (Sept. Del. Cosmopolitan 62,934 
Collier's Delineator 743,436 


‘ _ 42,280 3/3/32) 
Literary Digest 7,732 (4/9/32 


Canadian Circulation 
74,332 (3/5/32) 
19,948 (Feb. 1932) McCall's 


Good H’s’k’ing 70,293 (Mar.1932) 


Canadian Circulation 
Ladies’ H. Jour. 59,040 ios. 1332 

109,403 (Mar.1932 
Pictorial Review 85,248(Apr.1932 
True Story 94,050 (Feb. 1932 
Wa’'s. H, C’mp’n. 48,864 (Feb.1932 


Mar.1932 
Mar.1932 





Now, as a regular Canadian edition, with the 
necessary Canadian editorial formalities and the 
carrying of Canadian advertising, Liberty can 
logically be expected to enhance its position in the 
Dominion. Within three months of its move to 
Canada, Liberty circulation in Canada increased 
from 136,000 to 140,000—4,000 or 3 per cent. As 
this is written (September, 1932) current Canadian 


sales are reported at 150,000 or an increase of 10 per 
cent in the face of considerable circulation losses by 
most other American magazines. 

For further information, Canadian advertisers are 
invited to address Liberty Magazine of Canada, 
Ltd., Toronto Star Building, Toronto, or 420 Lex- 
ington Avenue, New York City. 


Lower Advertising Costs Made Possible Where Canadian Circulation 
is Undesirable 


When one figures the cost of outside-of-Canada 
circulation to advertisers not interested in Canada 
a considerable competitive disadvantage is obvious. 
Only advertisers who can make adequate use of 
Canadian circulation can profit from the heretofore 
normal practice of including Canadian circulations 
in the total net paid. Only such advertisers can en- 
joy the euogirengy r-thousand quoted in the 
comparative rate sc ihe, Others actually pay a 
higher rate. 

Now that Liberty is printing its Canadian edition in 
Canada and the remainder of sts edition in the United 
States, however, the use of Liberty's circulation exclusive 
of Canada is offered to advertisers not interested in Canada 
and who would like to take every moncy saving advantage 
for 1933. 

They will be guaranteed an exclusive-of-Canada 
circulation of 2,044,000 at the following adjusted 
rates: 


Table 6—Liberty’s Cost Without Canada 


Saving 


Black and White Page $3,900 $100 
24 Page 2,600 67 
Vy Page 1,300 34 
Line 9.75 $.25 
4 Color Page 6,825 175 

Color Page 5,460 140 

ack Cover 9,000 200 
2 Color Roto Page 4,600 100 
2 Color Roto *5 Page 3,070 65 
2 Color Roto 4 Page 1,535 35 


LL 

While the saving can not be directly proportionate 
to the decreased circulation because, as in the case 
of all other magazines, production costs are based 
on the combined American and Canadian press runs, 
the amount saved is a tangible one and, on large 
schedules, may be of considerable help to hard 
pressed budgets. 

The actual rates for usable circulation applying to 
advertisers not interested in Canada are as follows: 


Table 7 — Comparison of Exclusive of Canadian Circulation Costs 


Total Black 
Circulation & White 
Magazine 1931 A.B.C. Page 
Average Rate 
Liberty...... o+eee (New Figure) 2,174,000 $4,000 
Cn dcadeaackaaake eee + 2,283,389 $5,200 
Literaty Digest..........++e00. -1,416,259 $3,000 
Saturdey Evening Post........-.2,891,571 7,200 
Ec kxieeseeneeee eeeee+ + 2,044,898 4,500 
Cosmopolitan........- ecccccess 679,829 $4,200 
Delineator........ neha buanaane 2,412,175 $7,000 
Good Housekeeping..... oeeees+ 1,896,997 $5,600 
Ladies’ Home Journal..........-2,586,347 $8,550 
DOME Biss cceéeéeasener cocceccde tears $7,400 
Pictorial Review. .....6+++00++2,455,013 $6,500 
BO On csdcecscebcngencede 1,917,865 $4,000 
Woman's Home Companion. ..2,660,109 $8,550 


Black Cost per Page 


Cost per Circulation & White per M 
Page Exclusive of Page Exclusive of 
per M Canada Rate Canada 
$1.84 2,044,000 3,900 1.91 
$2.28 2,241,109 5,200 2.32 
$2.12 1,408,527 3,000 2.13 
$2.49 2,817,239 7,200 2.56 
$2.20 2,024,950 4,500 $2.22 
$2.50 1,616,891 $4,200 $2.60 
$2.90 2,336,739 7,000 53-00 
$2.95 1,826,704 5,600 3.26 
$3.31 2,527,307 ¥ 728 btw ry 
$2.90 2,445,270 7,400 3.03 
$2.65 2,369,765 6,500 $2.74 
$2.09 1,823,811 4,000 $2.19 
$3.21 2,611,245 $8,550 $3.27 


Contracts for Liberty's exclusive-of-Canada circulation will be accepted beginning with the issue of January 7, 1933 


Heavier Cover Stock 


When Macfadden Publications, Inc. acquired 
Liberty in April 1931, a progressive plan for me- 
chanical improvements was announced. Since then, 
inside letterpress stock, rotogravure stock, color 
insert stock and cover stock have been periodically 
stepped up in quality and in weight. Inks and press- 
work have been constantly improved. 


Liberty 


Now, effective with the issue of November 26, 
1932 the cover stock of Liberty's entire circulation, 
exclusive of Canada, will be moved from 58 pounds 
to 70 pounds, an increase of 21 per cent in —- 
with a proportionate improvement in bulk and feel 

These forward steps are made possible by the 
steadily increasing support of advertisers who meas- 
ure their 1933 advertising problems in the light of 
1933 facts about business conditions and about 
magazines. For further details address 420 Lexing- 
ton Avenue, New York City. 


America’s 
BEST READ Weekly 
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Sales Chiefs Predict 


Improved Volume in ’33, 
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'STEEL INGOT OUTPUT 
GAINS 21/>% IN WEEK 
ENDING SEPTEMBER 26 


(Continued from Page 1) 


(Continued from Page 1) 


tors that are now apparent in gen- | 
eral business continue and grow, we | 
shall not have to worry about 1933.” 

In the lower price bracket sine 
have already shown a tendency to, 
strengthen, even though the seasonal! 
factor is against such a development | 
It is no secret that the manufac-| 
turers of lower price cars expect a. , + 
much better year in 1933 than they | 2! 11% per cent., 
have had this year, Several sales| fraction under 16 per cent. 
executives in this price field ex-| week before and about 16 per cent. 
pressed the belief that the fifty per) two weeks ago. 


. estim: increa: irely ; 

_— an re increase was entirel) In the corresponding week a year 
onservative. 

_— ago there were reductions of about 


CAR TRUCK EXPORTS —_insunsysi 28 per cont i's Steet 
WELL MAINTAINED 
THROUGHOUT AUGUST 


lat 27 per cent. 
(Continued trom Page 1) 


compared with a 


ithe average was off fractionally at 
| 60 per cent., with U. S. Steel down 
|nearly 1 per cent. at 65 per cent, 
|and independents fractionally lower 
| at 56 per cent. In the like 1929 week 
the industry was at about 85 per 
cent., a gain of nearly 3 per cent., 
with U. S. Steel at 89 per cent., up 
almost 4 per cent., and independents 
at 81 per cent., an increase of 2 per 
cent. For the like week of 1928 the 
average rose fractionally to 85 per 
cent., U. S. Steel showing a gain of 
1 per cent., while independents re- 
| mained unchanged at a little under 
85 per cent. 


‘OKLAHOMA GAS TAX 
VOTE CONSIDERED OFF 


Oklahoma City, Sept. 28 (UTPS). 
—Possibiliiy that the referendum | 
measure seeking a reduction of state 
gasoline tax and licensing fees will 


4,323 units, just forty-six less than 
the July figures. 

Exports of trucks were higher in 
each classification, with the excep- 
tion of the group “over two and a 
half tons,” but passenger cars did 
not show any improvement except 
in the high price class of “over 
$2,000." 

Whil? Belgium retained the posi- 
tion of leading market for American | 
passenger cars, quite a proportion | 
of its imports are intended for re- 
export. Australia occupied the sec- 
ond postion of imporiance, with 273 
cars, valued at $64,899, as compared 
to 201 cars, valued at $56,801. in July. 

In the truck field. Argentina in- | 
creased its demands from twenty- 
five units, valued at $8,286. to 323 


| 


For the 1931 week | 


| 








|The two 


UNIFICATION OF BUS 
AND RAIL INTERESTS 


SOUGHT IN CHICAGO 


(Continued from Page 1) 


independent buses might eventually 
be attracted. . 

For many years electric railway 
men refused to recognize the bus, 
but gradually they found it advan- 
tageous both to them and the public 


| to operate rail cars and buses joint- 
| ly. 


The bus was of particular aid in 
extending service to new territories. 


in the | Likewise, bus manufacturers discov- 
| ered that rail cars were necessary to 


providing mass transportation. They 


| found that rail properties were bet- 


ter able to finance bus extensions 
than many independent operators. 
The result was concessions on both 
sides and a determined effort to 


work together. 
It was shown that the bus has | 


added materially to service under 
electric railway management and 
has not caused many major rail 
abandonments. Rail line manage- 
ments have increased their combined 
local service in the United States 
from 44,000 to 65,000 miles since the 
advent of the bus. 

Official figures indicate that less 
than 5,000 miles of rail lines have 
been actually replaced by buses and 
these replacements have occurred 
largely in cities of less than 50,000 
population. In urban centers, rail 
cars still are carrying seven-eighths 
of all local passenger traffic. 

It is expected that the proposed 
co-ordination of interests will de- 
velop closer co-operation in obtain- 
ing Federal regulation of buses. 
interests have been en- 


| deavor ing to work together in Wash- 


{ington for several years, but their 
differences of opinion have held up 
legislation. That Congress will act 
on the matter next year is the gen- 


sc ss dssssesesstsenetepeemmnsenectesneenenmmaneemensesnenns = 


| thority on interline relations and 
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Today at the N. A. M. B. O. 
Meeting 


The following is a resume of the program for today’s sessions of 
the National Association of Motor Bus Operators, being held at the 
Hotel Congress, Chicago: 

10.00 A. M.—Florentine Room, Hotel Congress. (1) Opening address and 
president’s report. (2) Report of secretary. (3) Reports 
of committees. (4) Election of officers. 

1.00 P.M.—Luncheon, Gold Room, Hotel Congress. “Motor Trans- 

portation and the Public Interest,” Comissioner David C. 

Lilienthal, Wisconsin Public Service Commission. 

—“Unfair Propaganda in the Legislatures,” John Blood, 

member Kansas Legislature and secretary Southern Kansas 

Stage Lines Company. 

3.15 P. M.—Legislation in general, a report from tHe legislative com- 
mittee, S. A. Markel, chairman. 

4.00 P. M.—General discussion on legislation. 

5.00 P. M.— Adjournment. 

7.00 P. M.—Dinner and entertainment, Gold Room, Hotel Congress. 








2.30 P. M. 










'N. A. M. B. O. to Discuss 
Taxation and Regulation 


(Continued from Page 1) 
which L. D. Koller of Cleveland, O., 


,Congressional District, who will 
speak on “Subsidy in Rail and High- 
way Transportation.” Representa- 
tive Brand has been a close student 
of the repeated efforts of Congress 
to enact legislation dealing with in- 
terstate bus lines and is generally 
recognized as an able spokesman for 
the patrons. Discussion of subjects 
of technical interest to the bus op- 
erators and presentation of bus 
transportation awards by L. F. Stall, 
publishing director of the industry's 
trade publication, will also feature 
the concluding session. 

Election of national officers will 
also have a prominent place on the 
two-day program. 


On the Other Hand 


is chairman. Mr. Koller is an au- 
co-ordination of interstate service. 

Convention speakers for the first 
day will include Commissioner David 
C. Lilienthal of the Wisconsin Pub- 
lic Service Commission, who will 
discuss “Motor Transportation and 
the Public Interest,” and John 
Blood, member of the Kansas Legis- 
lature and secretary of the Kansas 
Stage Lines, who will speak on the 
subject of “Unfair Propaganda in 
the Legislatures.” 

The feature of the second day will 
be an address by Representative 
Charles Brand of the Seventh Ohio 








units, with a valuation of $102,379, to | 
rank as the leading purchaser for 
the month. Japan, Belgium and the 
Philippine Islands followed in the 
order named. 

Shipments of miscellaneous prod- 
ucts were valued at $3,103,385, and, 
in the majority of items, was sub- | 
stantially lower than in the preced 
ing month. However, increases over 
July valuations were recorded on the 
following items: differential and 
transmission gears, tire service 
equipment, polishes, fire engines, | 
trailers, cycle parts and accessories, 
mictor boats and outboard motors. 


eral opinion here. 

M. B. Lambert, manager of the 
transportation division of the West- 
inghouse Electric and Manufactur- 
ing Company, in speaking of im- 
| provements in equipment, stated 
that he regards the trolley-bus as 
offering many advantages over the 
street railway under certain condi- 
tions, but does not believe in its 
present siage of development it can 
supplant the surface cars in handling 
mass transportation in downtown 
| areas, 


go on the November ballot is con- | 
| sidered out, following the filing of | 
protests by Cyrus Avery, former 
chairman of the Oklahoma Highway 
| Commission, and W. E. Wood, Ok- 
mulgee. 

The protests were filed with R. A. 
| Sneed, secretary of state, and a 
|check of the petition signatures is 
being made now. It is claimed the 
| measure is unconstitutional, the sig- 
|natures are not all valid and also 
| that _the Petitions are insufficient. 








British Riley Models for 1933 


CRUDE OIL OUTPUT. 
OFF FOR WEEK 


New York, Sept. 28.—Daily average 
erude oil production in the United | 
States declined 13,050 barrels a day 
in the week ended September 24, the 
daily rate for the week being 2,178,- 
559 barrels a day, compared with 
2,191,600 in the preceding week and 
2,166,300 barrels daily in the last | 
four weeks, the American Petroleum 7 
Institute report in its weekly sum- | °” 
mary. | 

Gasoline inventories continued to | 
decline during the week, aggregat- 
ing 52,328,000 barrels on Septembe1 
28, against 53,099,000 barrels on Sep- 
tember 17, a reduction of 771,000 
barrels. At the beginning of the last 
week in September, 1931. stocks of 
gasoline in storage in the United 
States aggregated 50,810,000 barrels, 


sessing eae einai 


or 1,518,000 barrels less than at 

present. 
Reduction in the daily average | | 

crude oil output resulted from cur- | 

tailment of 14,700 barrels daily in 

the flow from East Texas wells, 

where production of 371,500 barrels 

a aay is, however, still above the 

allowable. Smaller decreases in pro- 

duction were reported by the Pan- 


handle of Texas, east central Texas 








eastern Michigan and Wyoming 
Calilornia output again advanced 
moderately, being at the rate of 
431,990 barrels a day. which is in ex- | 
cess Of the limit set by state prora- 
tion torce:s 
ADDS PONTIAC LINE 
Janesville, Wis., Sept. 28 With | 
, the addition ot the Pontiac line of | 
automobiles, the Rock County Buick 
Company has changed its name to 
the Rock County Auto Company. 
The concern, which operates in Be- | 
loit as well as Janesville, wil! con- | ; 
tinue to handle Buick automobiles, | The British Riley models ter 1927 have just been snneunced On 
GMAC trucks, Frigidaire refiigera-| of the new cars, known as the Kestre! pas an susdteresting stream ed body, 


addition | as shown above. The other picture, 0) the tw wer, six- _cylinder 


tors and Goodrich tires in 
| chassis, shows a number of interest) ag ‘sola soi design “and arrangers. 


to the Ponirac line. 


j 





PLANTS INCREASE FORCES 

Youngstown, Sept. 
Electric Company, a subsidiary of 
General Motors Corporation, has 
added fifty men to its force at the 
Warren, O., plant. The electric 
company, maker of automobile 
cables, reports increased business in 
the last few days. 

The Warren Tool and Forge Com- 
pany reports increased business from 
railroads for track tools, as a con- 
sequence of which an additional 
fifty employees are to hired shortly. 
The company is being reorganized. 

The Borden Company, maker of 
pipe cutting and threading tools, and 
the Sunlight Electric Company, 
maker of fractional horsepower 
motors, have also speeded up pro- 
duction in their Youngstown district 
plants. 


SILK MILLS REOPEN 


Richmond, Va., Sept. 28. — The 
opening of two silk mills at Stras- 
burg, and one at Edinburg, Shenan- 
doah county, this week, has been 
arranged by the Shenandoah Valley 
Silk Mills, Inc., successors to twe 
older companies. Winders and warp- 
ers already are at work and, by the 
first of October, there will be suf- 
ficient warps to put a full force of 
weavers to work in the three mills, 
it is said. The Strasburg mills, in 
which more than 100 men and wom- 
en had employment, have been 
closed several months and all of the 
old stock has been sold. 


GAIN IN CERAMIC 
Youngstown, Sept. 28.—Seven hun- 
dred and fifty employees will be 
given full time work within ten days 
at the Newell, W. Va., plant of the 


Edwin M. Knowles China Company. | 
An idle kiln has been lighted and | 


all departments will be operating at 
capacity within a short time. The 
Ceramic industry throughout the 


East Liverpool district continues to} 


show sharp increases in production 
on orders for fall delivery. 


SIGNS OF IMPROVEMENT 


Akron, O., Sept. 28.—Inspection of 
the latest developments and proces:- 


es of modern tire manufacturing 
featured the Septcniber meeting of 
B. F. Goodrich Company directors 
held ai the company’s main plant 
| atid offices At conclusion of the 
| session, J. D. Tew. president of the 
|B. F. Goodrich Company, and also 
oresid of the Rubber Manufac- 


ivers’ Association, said: 

“Since January, 1926, the rubbei 
ind stry has faced constantly falling 

w material prices, the decline be- 


28. — Packard | by any other major industry. 


ing greater than that experienced 
Today 
the crude rubber, cotton and fabric 
markets have shown unmistakable 
signs of improvement and this up- 
ward tendency offers fundamental 
encouragement to the entire indus- 
try. The recent price increase in 
tires and tubes is also distincily 
favorable.” 


REPORT SHARP UPTURN 
St. Louis. Sept. 28.—Beyond any 
question, there has been a great in- 
crease in retail trade in the past few 
weeks. The leading stores are more 
crowded than they have been for a 
long time; and the throngs manifest 


a buying, rather than a mere shop- 
ping air. The smaller downtown 


| stores and the principal neighbor- 








| 


hood stoves also a growing 
briskness 

Hotel managers say that their 
business has increased considerably 
since August 1. The principal hotels 
have an increase of 15 to 30 per cent. 
The managers say that the demand 
from salesmen for display rooms is 
more vigorous than for years. They 
expect all available display space to 
be in use continuously until the end 
of the year. Salesmen are more 
optimistic and talk of good trade. 


report 


ADDS MORE EMPLOYEES 


Syracuse, N. Y., Sept. 28.—Three 
hundred former employees of the 
| Syracuse plant of the Remington 
| Typewriter Company have bcen re- 
called to work in the last ten days, 
bringing the total list of workers up 
to 1,000. The plant is operating five 
days a week, nine hours a day. Last 
week is was necessary to operate five 
and a half days. 

Production at the Syracuse plant 
of L. C. Smith and Corona Type- 
writers, Inc., control of which has 
just been returned to the Smith 
family of this city, has been doubled 
this month as compared with August 


'and is three times the output in 
| July. 
| pected in October. 


Still further increase is ex- 


DEALERSHIP CHANGES NAME 

Toledo, O., Sept. 28.—The. name of 
the Welch Motor Car Company local 
Hudson distributor, has been 
changed to the Toledo-Hudson-Es- 





sex Company, according to an an- 
nouncement just made by Grant B. 


Rockwell, general manager of the 
company. The ownership and poli- 
cies of the company have not 


changed, according to the amnounce- 
ment, the firm name being changed 
to describe more clearly the business. 





